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No. 240 BALL-BEARING FLOOR HINGE 


Dark part carries the weight of the door independent 
of the spring closing feature 





Dark part shows the spring closing feature indepen- 
dent of the part which bears the 
weight of the door 





View with parts broken away to show roller bearings 
and the pin which stands the 
wear and tear 


National Mfg. Co. 








+—Kair OO 














\— athe 985-4- 6-6-6 


View showing how easily top plate and pivot plate 
are put on. No adjusting—no measuring. 
A real labor-saving feature 


The illustrations and explana- 
tory notes will give you a good 
idea of our new labor-saving, 
long-service, Ball-Bearing Floor 
Hinge. 


This hinge has some distinctive 
features which will appeal to 
your contractor customers. 


If you do not have our new 1916 
Catalog, just off the press, send 
for one. It illustrates and de- 
scribes other good things you 
should know about. Write now 
—today. 


Sterling, Illinois 
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Successful Experiments with Cutlery 
Sales Methods That Have Proved Their Worth in the Selling 


of Knives and Connected Lines 


N spite of the negro’s natural ability to create 

a semblance of affluence on an exceedingly 
small outlay, the evidence of prosperity in the 
colored gentleman who entered Blank’s hardware 
store and asked to see a razor could not be mis- 
taken. It was present in his clothes, in the way 
he walked, and in the tilt of his yellow leghorn hat. 

It seems natural and logical to associate colored 
persons with “straight” razors with 114-in. blades. 
But the salesman evidently decided that such an 
appearance of ready money should mean more than 
a sale of a $3 razor, and the first one he put on 
the show case top was a safety, marked $5. 

The colored chap liked that razor. He handled 
it lovingly and helped by a few words from the 
salesman on the good qualities of the razor, seemed 
to be on the point of buying it. But the man 
behind the counter reached into the case again and 
brought out this time a set that included a brush, 


a stick of soap and a beautifully gold-plated razor 
that shone and glittered under the electric light. 
And the big eyes of the customer sparkled no less 
brightly than the razor before him. 

Very little encouragement was needed to clinch the 
sale. And the salesman, recognizing opportunity 
in its buying clothes, added an automatic stropper, 
a tube of shaving cream and a can of violet talcum 
powder to the transaction. 

Pocket knives were shown in the next case. The 
customer stopped and looked at the display. It was 
the salesman’s chance to put down the shaving sup- 
plies he was carrying to the wrapping counter and 
take out a knife with a pearl handle of beautiful 
and unusual coloring. He opened the three blades 
and placed the knife on a plain green velvet mat. 
Beside it he placed several other knives, all with 
flashing pearl handles. But the customer seemed 
disinclined to make further purchases. 
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Looking towards the front of the store of C. Klauberg & Bros., Inc., New York City, showing the panels used 
in rear of the window facing into the store and the method of display used in the wall cases 
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Finally a knife was brought out that contained 
implements for every conceivable purpose from 
manicuring to automobile repairing. That knife 
was a masterpiece. It was made when steel was 
cheap by some one with the imagination of Jules 
Verne. Every new clerk had tried his skill at the 
selling of it but the results had always been the 
same. The knife went back into the case where it 
had been for several years. 

If the eyes of that colored person had sparkled 
when he saw the gold razor, they fairly scintillated 
now. He opened the corkscrew and pulled out the 
steel saber-like toothpick. He brought the scissors 
into play and ran his thumb along the edge of the 
corn knife. , 

He was a trifle staggered when he learned that 
the knife was worth $9, but a little effort on the 
part of the salesman induced him to slip the knife 
into. his pocket. 

The salésman admitted afterward that he ex- 
pected to see the man come back as soon as his 
money gave out and demand that the price of the 
knife be returned. The colored man did come back 
—but not to get his money. He brought a friend 
who also wanted to buy a knife. He said frankly 
that the knife was the finest thing he ever owned 
and that he had shown it to all his friends. Thus 
was a sticker eliminated and a walking, talking 
advertisement created for the store. 


The Strong Appeal of Cutlery 


There is something fascinating to everyone about 
cutlery and its appeal is as wide as the country. 
The boy’s most cherished possession is usually a 
two-bladed jackknife and his joy in owning’a piece 
of good pocket cutlery is not lessened as his age 
increases. The housewife herself can always use 
another knife or two—a neat little slicing knife, 
another spatula, or perhaps an additional set of 
paring knives. For the woman who sews, a small 
penknife is the most useful article she can add to 
her sewing kit. Everyone needs cutlery. 


A Frank Appeal 


One way to dispose of imperfect goods is to have 
the word “Seconds” printed in small and almost 
indistinguishable letters on the show-cards used in 
connection with the display. Another way that 
proves more successful both in direct sales and in 
good will is to come out boldly with the statement 
that the goods are not first quality and that the 
price has been reduced accordingly. 


In the window of a dealer who uses this latter 


method I saw not long ago a big pile of butcher 
knives. Above them was a large show-card that 
read: “If these knives didn’t have cracked handles, 
busted points and all that sort of thing we could 
sell them for 25c. each. As it is they are going 
at 10c. each.” 

The very frankness of that display attracted my 
attention. I looked carefully and found that there 
were some slight imperfections in the knives but 


none that would hurt in any way the usefulness of, 


any of them. I had to hurry on, but I made a note 
to !pass on the idea to the readers of HARDWARE 
AGE. 

The window was one that could not easily be 
photographed, but in one of the model windows of 
HARDWARE AGE we built a simple display“that em- 
bodied the same idea. Less than four dozen knives 
were used. At the right of the illustration is 
shown an easy method of displaying knives. A 
board was covered with stiff white paper, slanted 
a trifle, and the points of the blades stuck through 
the paper near the bottom. It was quickly done 
and held the knives securely in an upright position. 
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A suggestion for an unusual display of paring knives. 
The card is the main feature. The stock can be 
arranged in any way that appeals to the window man 


You may never have any butcher knives with 
“cracked handles and busted points,” but this ex- 
ample will nevertheless serve to show how one con- 
cern put originality into a window display. The 
number of knives sold proved the value of this 
originality. 

Knives by the Yard 

In another display made by the same company a 
pile of paring knives was used, and instead of a 
card telling simply that they could be bought for 
5c. each, the sign read, “How Do You Want to Buy 
These? $6 a gross, $2 a qt., $1 a lb., 50c. a doz., 
40c. a yd. or 5c. each?” 

That idea is adaptable. It can be used for other 
articles than paring knives. It brought very satis- 
factory results for this concern. There is no reason 
why it will not do the same for anyone who will 
use it. 

It is not our intention to deal at too great a 
length with seconds. But another example taken 
from one of the windows of this same concern— 
which disposes of the entire output of the seconds 
of a well-known cutlery concern—may serve to fur- 
nish an idea for some dealers who are in a position 
to secure such goods and turn them to their advan- 
tage and may serve as an incentive to others to at- 
tack problems from new angles. 

This concern secured a lot of small carving 
knives made of good quality steel but with handles 
that were cracked and with ferrules that were loose. 
A large number were put in the window. No set 
arrangement was followed out. . The idea was 
merely to give an impression of great quantity. 
With them was a card that said, ‘“‘The Blades are 
Fine but the Handles are Punk. 25c. a pair.” The 
knives had originally sold for a much larger 
amount. 

To every customer the salesman always pointed 
out that the handles were loose and cracked but 
that the steel in the blades was very good. The 
general attitude seemed to be that expressed by 
one customer who said as he told the salesman to 
wrap up a pair, “Well, what do you suppose I want 
for a quarter?” 

Some readers may object to the selling of seconds 


and others to the use of slang in advertising. The - 


fact remains that these methods brought results— 
and results are what we all are working for. 
The Credulous Public 


As a way of testing the credulity of the public, 
the manager of one concern in New York City had 
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75 cards typewritten, on each of which was the 
information that a carving set would be given 
absolutely free to anyone who would return it to 
the ——————— Cutlery Company before a certain 
date. A number of small carving sets retailing at 
about $1.25 were wrapped up and put aside for 
those who should return the cards. The address 
was plainly given and each card was personally 
signed by the manager and inclosed in an envelope. 
These were left at various points on the subway, 
elevated trains and trolley cars. People were seen 
to take the cards, read them and cast them to one 
side. Though the offer was bona-fide and the con- 
cern making it is well known for its reliability, 
there was but one card returned and that on 
the day before the date of the expiration of the 
offer. The man who brought it in was given a 
carving set, but still he stood there with a puzzled 
look on his face. “Isn’t there anything to pay?” 
he asked. The look of doubt still remained when 
he was given an answer in the negative. “Well,” he 
said, “I never would have brought it in if my wife 
hadn’t pestered me about it. I thought there was 
a string to it.” 

Just one man out of seventy-five took advantage 
of an opportunity to get a $1.25 carving set free! 
One might infer from this example that it is not 
good policy to let the tone of any kind of advertis- 
ing sound as though too much were being offered. 
The public may be bargain crazy, but it is cred:- 
lous only up to a certain degree. 


Bread and Bread Knives 


One of the most successful cutlery displays that 
has come to my attention for a long time was one 
featuring bread knives alone. The idea about 
which this display was built was a loaf of bread 
from which several slices had been cut and in 
which a_ knife was shown half way through the 
loaf cutting off another very thin slice. The knives 
were arranged about this to give the impression of 
a large quantity and the show-cards used told that 
with that particular knife even hot bread and cake 
could be cut into very thin slices. It was a simple 
display and one that was arranged in less than an 
hour, but the sales from it were not only immediate 
but long-lasting as well. 


A Handsome Cutlery Store 


C. Klauberg & Bros., Inc., have a cutlery store at 
173 William Street, New York City, and another in 
the Woolworth Building. To advertise the opening 
of this latter store a pen-knife of first-class make 
was advertised at a reasonable price in a large 








A display of butcher knife “seconds” that told frankly 
why the knives were being sold at such a low price 
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New York evening paper. On one day 300 knives 
were sold and 1700 were sold in one week. There 
was not much profit on each knife, but the sale 
brought many people into the store who have be- 
come regular customers. 

The only goods sold in this store are cutlery, ther- 
mometers, cameras and supplies. When one enters 
that store to buy cutlery there is nothing to distract 
his mind from cutlery. He is literally bombarded on 
all sides by sharp edges. There is small wonder that 
almost everyone who goes into this store purchases 
something in addition to the article for which he 
went in. The’goods are displayed in the wall cases on 
slanted shelves and the stock is carried in drawers 
below. In one of the cases not included in the illus- 
tration we reproduce is an assortment of several 
kinds of butcher knives in a seemingly confused 
jumble, though shown on the same kind of shelves. 
The reason the various sizes are mixed in that 
manner is that it has been found by experience 
that people like to see large variety in making a 
choice of cutlery, and that a general assortment 
gives one the impression of a much larger variety 
of patterns than is actually there. Each knife is 
marked and numbered so that there is in reality no 
confusion. 

The background of the window of C. Klauberg & 
Bros., Inc., is made of removable panels on which 
the various articles are sampled in attractive de- 
signs. Each one carries usually some neat little 
card, sometimes two or three little cards, that have 
a few explanatory words and that (whenever pos- 
sible) give the price of the articles shown. The 
rest of the window is made up of little groups of 
articles, each group accompanied by a small price 
card. 

Similar panels are used in the background facing 
into the store, so that no available display space is 
lost. A good many of these panels are kept on hand 
and sampled during spare time. Window space in a 
location such as this is so extremely valuable that 
it is a sheer waste if a single minute is lost in ar- 
ranging a new display. These panels have solved 
the question of trimming the window in double- 
quick time. 


The Cutlery Display Arrangement 


From a close observance of the methods used in 
many successful cutlery and hardware stores it 
would seem that the method used by this company 
in arranging the cutlery display is the correct one. 
Unless a window display is intended to feature one 
line only, removable panels should be used for the 
background and the rest of the display should be 
made up of small groups of stock arranged as 
though each group were a display in itself. If 
razors and shaving supplies are used in the window 
—coming as they do under the head of cutlery— 
then a group of shaving brushes retailing at 50c. 
might be made. Some can be stood on end and 
others placed in a horizontal position, but while 
this group is being arranged the rest of the display 
should be forgotten entirely and this little trim 
made as though the space it occupied were the en- 
tire window and nothing else should interfere with 
it. Then if a card, preferably not more than 3 by 4 
in. in size, is used, on which is lettered some little 
phrase and the price, you have a small display of 
shaving brushes that will have more real selling 
force than the same number could ever have no 
matter how artistically combined with other shav- 
ing supplies. All small items of cutlery can be 
arranged in this way. One cannot get as artistic 
an effect as might be obtained in some other mor.- 
ner, but we are selling neither artistic arrange- 








54 


ments nor beautiful draperies. We are in this :a3e 
selling cutlery. 

The cutlery display should contain a good quan- 
tity of stock. As many different patterns should 
be shown as is possible, but the main effort should 
be to display a complete range of sizes of each 
pattern even though it does necessitate cutting 
down the variety to some extent. 

To illustrate this point let us say for instance 
that in a cutlery display three sizes of French 
cooks’ knives are used, a small one, a knife of 
medium size, and a large one out of the ten sizes 
carried in stock. Then let us view another display 
in which the entire range of sizes is used, zom- 
mencing with the little 3-in. knife and ending with 
the 18-in. affair that serves the purpose of both 
knife and cleaver. The latter arrangement gives 
one unconsciously the impression of a complete 
and comprehensive stock even though a really 
smaller variety is shown than in the other display. 

The ball of cork is familiar to most dealers. It 


Hardware Age 


is one of the standbys that has been in favor for 
years for displaying pocket knives. The same idea 
can be varied in several ways. A ball of this kind 
can be cut in half and each hemisphere of cork 
used in the background or in the bottom of the 
window with knives stuck in them from all direc- 
tions. One dealer has a circular piece of cark 
about 6 in. in diameter in the center of a display 
panel. In addition to the knives fastened on the 
board others are stuck into the edge of this cork 
at a sharp angle. A circular card is fastened on the 
front of the cork with a few explanatory words 
and the price of the knives. The bristling effect 
of the knives in the cork relieves the flatness of 
the display panel. 

The cutlery department needs study. It has big 
sales possibilities that are waiting to be brought 
to light. It knows no particular season. Any 
week can be cutlery week, any month can be cutlery 
month. We simply have to mark off the dates on 
the calendar, get behind the department and push. 





Business Research 


Hardware Men Meet Harvard Faculty and Discuss 
Research Plans 


NE of the most interesting and instructive 

features of the National Retail Hardware 

Association convention in Boston was the ad- 
dress delivered by Melvin T. Copeland of the Har- 
vard Bureau of Business Research. We print the 
address in full for the benefit of our readers: 

“T am glad to have this opportunity to explain to 
you very briefly the scope and methods of the Har- 
vard Bureau of Business Research. This bureau 
was established in 1911. Since that time we have 
made a thoroughgoing and country-wide study of 
the retail shoe trade and of the retail grocery trade. 
We are at present beginning similar studies of the 
wholesale shoe and grocery businesses. This bureau 
is a part of the Harvard Graduate School of Busi- 
ness Administration, and is conducting these in- 
vestigations primarily for the purpose of securing 
information for the aid of instruction in the Busi- 
ness School. The Business School, you may be in- 
terested to know, had an enrollment during the year 
just closed of 190 students—graduates of 71 col- 
leges and universities. These students come from 
all parts of the United States and from several 
foreign countries. Only 40 per cent of the total 
number were from New England; 24 per cent from 
the Middle West, and 10 per cent from the far 
West. It is especially fitting, therefore, that the 
research work that we are conducting should also 
be national in its scope. 


Special Accounting Systems and Costs of Conducting 
Business 


In our research we soon found that it was abso- 
lutely necessary to have a uniform accounting sys- 
tem for each business studied if figures were to be 
obtained which could be compared. Consequently 
the Harvard system of accounts for shoe retailers 
was drafted, with the aid of accountants and suc- 
cessful shoe retailers, and when the grocery re- 
search was begun a similar accounting system for 
retail grocers was prepared. These accounting sys- 


tems were thoroughly tested out with members of 
the trades before they were published in final form. 
They have proved to be suited to the practical needs 
of shoe retailers and retail grocers. The bureau 
has obtained figures and other specific information 
from over 900 retail shoe stores in 38 states, Canada 
and foreign countries, and from 685 retail grocers 
in 33 states and Canada. Although we receive con- 
siderable information by mail, we have to rely 
largely upon agents, selected from students in the 
school, to secure exact statements from retailers by 
personal visits. These agents also aid the retailers 
in adjusting their books to the Harvard systems. 
From the figures which are thus collected the 
bureau prepares summaries for its cwn use. These 
summaries are also published for the benefit of 
the trade at large. All of the information collected 
is, of course, kept strictly confidential and not used 
in any way which permits of identification. The 
summaries state the lowest percentage, the highest 
percentage and the common figure found for each 
of the items of profit and expense, for stock-turn 
and for average annual sales per salesperson. These 
summary figures are by far the most important part 
of the work of the bureau, from the point of view 
of the retailers themselves. They furnish guides by 
which individual retailers can measure their own 
results. Many shoe retailers, for instance, have 
benefited from knowing that the common figure for 
sales force expense in retail shoe stores is 8 per 
cent of the net. sales, and that a smaller group of 
especially well-managed stores incur only 7 per cent 
for that purpose. In the retail grocery business— 
to give another example—delivery expense ranges 
from 1.1 per cent of the net sales to 5.9 per cent. 
Three per cent is the common figure, and any retail 
grocer who is operating under ordinary conditions 
should not spend more than 8 per cent for delivery 
expense. These figures, all collected on a uniform 
basis, furnish the retailers with information which 
they are finding to be of great value. 
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Modern Methods of Buying and Stock Keeping 


The bureau is also studying methods of buying, 
selling, stockhandling and store management in this 
research. It has found that the stock-turn in retail 
shoe stores varies from less than one a year to 3.6 
times a year. The common figure is 1.8 times. A 
careful study has been made of stock-keeping forms 
used in retail shoe stores, and of the most modern 
methods of stockkeeping in other businesses. As a 
result of this study a new stock-keeping system 
embodying the best principles has just been com- 
pleted and will soon be published. The results of 
the studies of the other problems of management 
will also be published later. Thus the bureau is 
acting as a clearing house for the best ideas on 
store management. 


Cost Figures Supplied Where Fire Destroyed Records 


I may refer, in passing, to an incidental service 
which the bureau is also able to render its co-opera- 
tors. With your permission I wiil uote the follow- 
ing from a letter which came to the bureau yester- 
day from a shoe retailer in the Middle West: 


‘Our stock was almost completely destroyed by fire 
last Tuesday. All our records were destroyed. Will you 
kindly send me copies of the records sent to you the 
last two years or more? 

‘We have had several conferences with men who wish 
to rent to us, and they are asking exorbitant prices. If I 
remember correctly your bureau secured statistics 
showing that the average price of shoe retailers’ rental 
was 5 per cent of the gross sales. We know of some un- 
successful stores who paid higher than that, but we feel 
that 5 per cent and possibly 6 per cent for an exceed- 
ingly good location would be the limit of what we ought 
to pay. Kindly give us your estimate and recommenda- 
tions as to fair and legitimate percentage we should 
pay.’ 


“We were able to furnish this co-operator with the 
information which he desired. It is our intention 
to extend our research to other kinds of business 
as soon as our resources permit. One of the busi- 
nesses which present problems of interest to us 
is the retail hardware trade. We hope that we can 
make a study of that trade eventually, but we have 
no expectation of- being able to do. that for some 
time to come. 


Research Into the Retail Hardware Business 


“You will be interested, perhaps, in some of the re- 
sults of an inquiry covering over thirty local hard- 
ware stores, which has been made by students in one 
of the courses of the Harvard Business School. 
These figures, of course, do not cover an especially 
large number of stores, and we are not drawing any 
conclusions from the results. They may not be 
even thoroughly representative, but in so far as they 
go these figures show gross profit ranging from 15.5 
per cent to 41.4 per cent of the net sales in these 
retail stores, the common figure for gross profit 
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being 25 per cent. Total expense ranges as high 
as 37.7 per cent of the net sales, and the common 
figure seems to be about 20 per cent. Rent varies 
from 1.2 per cent to 10 per cent. Four per cent 
is the common figure for this item. Stock-turn 
ranges from less than once a year to 4.1 times a 
year, with a common figure of 2.5 times. The 
range of figures for these and other items is ap- 
parently as great as in the retail shoe or grocery 
business, and we judge that a comprehensive and 
thoroughgoing study would prove to be profitable 
to the bureau and to the members of the retail 
hardware trade at large.” 


Convention Delegates Meet Faculty and Discuss Plans 


Encouraged by Mr. Copeland’s address, a group 
of interested hardware delegates visited the Uni- 
versity and met with the board for the purpose of 
learning more about its methods and scope of work, 
and discussing the possibilities of the bureau under- 
taking a study of the retail hardware trade, similar 
to its investigation of the retail shoe and grocery 
trade. 

Mr. Keyes carefully explained the method of pro- 
cedure employed by the bureau, and Mr. Chandler, 
for the delegates, spoke of his efforts to secure the 
co-operation of the National Association along this 
line. In response to a query as to how the work 
should be undertaken, Mr. Keyes advised the adop- 
tion of a uniform system, the preparation of a 
schedule of questions and the use of agents for the 
collection of figures and other information. He also 
suggested adjusting the figures to the system, sum- 
marizing them, and thus determininz typical figures 
for publication. It was suggested the matter be 
discussed more fully at the meeting of hardware as- 
sociation secretaries at St. Louis. 

Several suggestions were made as to who should 
attend to the work, the consensus of opinion being 
that some one central agency should handle the mat- 
ter, thus assuring absolute uniformity of definition. 

The necessity of taking inventory and the desir- 
ability of a continuous inventory were also dis- 
cussed, as was the subject of purchase records. Mr. 
Copeland explained in detail the Retailers’ Daily 
Record Sheets drawn up by the Bureau, and the 
analysis sheets used in connection with them. He 
explained that while the Bureau’s bulletins are 
free to tradesmen, a small charge is made for analy- 
sis and record sheets to cover cost of printing and 
paper. 

It was agreed that the smaller merchants are 
most in need of help and most difficult to reach, 
and that it is to the benefit of progressive mer- 
chants to improve the methods of other dealers and 
place competition on a more intelligent basis. 

The meeting was thoroughly constructive, and the 
delegates came away with a clearer insight into 
the needs of modern retail merchandising. 





Chicago Hardware Dealers 
to Hold Picnic 


The Chicago Retail Hardware Association will 
hold its annual picnic, Wednesday, July 19, at Gard- 
ner’s Park, 123rd Street and Michigan Avenue. 

Irving Kemp, the versatile sales manager for the 
Vaughn & Bushnell Mfg. Company, is chairman of 
the publicity committee, and has quietly tipped us 
off to the fact.that Gardner’s Park is billed for a 
hardware overflow. 

The Chicago dealers are a hospitable bunch. 
They have invited all manufacturers, manufactur- 


ers’ agents and salesmen to co-operate with them 
in making this picnic the livest one in the history 
of the Association. 

The program is a hummer, but we are pledged to 
secrecy. However, here is a tip for the live ones: 
If you are a hardware booster and can be in Chi- 
cago on the nineteenth of July get in on that picnic. 


THE ALUMINUM COMPANY of South America, Pitts- 
burgh, with a capital stock of $25,000, has been incor- 
porated by Alexander Black, 5541 Avondale Street, 
Pittsburgh, treasurer, and Allen T. C. Gordon, Miles 
H. England, and others, to manufacture aluminum 
products. 
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Retail Salesmen, Attention! 


Plan Your Vacation to Include August 15, 16, 17, 18, because the 


First National Retail Hardware 
Salesmen’s Congress will Convene 


at Dayton, Ohio on Those Dates 


The program will prove a four days’ course in hard- 
ware merchandising. There will be nothing of a polit- 
ical nature about this convention. All the “Bush-Wah” 
will be cut out. 


The speakers will be live-wires—the best that can be 
secured—and they will get right down to brass tacks. 


The attendance will be limited to 1,000. Any retail 
hardware salesman, or any owner or manager who sells 
hardware from behind the counter is eligible to attend. 


However, any retail salesman who applies for a seat 
in this convention MUST have a recommendation from 
his employer. He must show that he is of the type 
which will reflect credit on the organization. 


Read the editorial in the issue of Hardware Age, then 
sign the attached coupon with recommendation, while 
there is yet a place open for you. We can care for 
just an even thousand, no more. Are you one of us? 


ROY F. SOULE 


EDITOR, HARDWARE AGE 
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2 Editor, Hardware Age, = 
= 239 West 39th Street, New York = 
= Dear Sir: E 
= Enclosed find $5.00 enrollment fee for attendance at the National Retail = 
= Hardware Salesmen’s Congress, to be held in Dayton, Ohio, August 15, 16, = 
= 17, 18, 1916. = 
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Rent-Reducing Fixtures 


Suggestions for Home-Made Fixtures That Economize 
in Space and Stimulate Sales 


By L. S. SOULE 


IME and rent are two plungers that never dec- 
orate the “piker” columns of a merchant’s 
overhead. Time, like cash, is good only when 

spent, but unlike the elusive coin, it never stages a 
comeback. When you check out on your deposit of 
time, you’re through. There are no overdrafts. 

Rent and time are partners in the old hold-up 
game, where the merchant is the “goat.’”’ Both pick 
his pockets and rifle his cash drawer. You can’t 
sidestep Father Time, and there is no chance to 
shake the landlord. Even the ownership of the store 
building fails to erase the rent signature from the 
payroll. 

“But where does this item of rent get license to 
‘butt’ in on a fixture story’? you ask. Take it from 
me, rent is itself a fixture, and the godfather of 
fixtures. Every inch of your store floor owes rent 
that you are billed to pay, and every foot of space 
that loafs on the job is knocking down on your net 
profit. Do you get my drift? 

In plain English, minus trimmings, every store 
fixture serves one or both of two purposes—display 
of goods and economy of space. A fixture that rings 
true on display may fall down on space and still 
come through with its share of the rent. In the 
same way a fixture that grades 100 in space econ- 
omy, and gets a bare 65 in display still carries an 
average of 821% and proves profitable. The real 
50-50 fixture with a perfect score is hard to find. 

However, the thing I want to pound home to you 
is the fact that fixtures either pav their proportion 
of the store rent or turn the bill over to you. Get 





the kind that squares accounts with the landlord. 

In most cases such fixtures can be obtained at 
reasonable prices from any standard fixture house, 
and many times the patented device is the only kind 
that plays true to form. 

However, all retailers are not in position to fully 
equip their stores with the tailor-made product and 
there is ample room for the homespun. 


A Pipe Hunch from the Kimbrough Hardware 

Pipe is a genuine stock pest. It is a back-breaker 
from the weight angle and a hog for space, if stored 
in anything like a handy manner. The Kimbrough 
Hardware Company of Muncie, Ind., bumped into 
the pipe display problem until the shins of profit 
were sore from contact. Finally they grasped a so- 
lution. “We will fight pipe difficulties with pipe,” 
they said, and they sent for the handy man. Our 
illustration shows the results of his work. 

There isn’t a neater or more convenient pipe rack 
in use than the one that earries the Kimbrough 
stock. The idea isn’t copyrighted, and the rack will 
accommodate many items besides pipe. Take a 
rent-saving hunch from Kimbrough’s. 


A Roller Coaster for Hose 


The Nicholas Hardware Company, Oak Park, IIl., 
had trouble handling hose, which they buy on the 
original reels, and cut to any length desired. A lit- 
tle English salesman by the name of Ed. Suren, who 
has a natural penchant for store improvement, 
located the trouble, and dug up the remedy. 

Suren side-tracked hose difficulties by fastening 


A handy pipe rack that helps pay rent for the Kimbrough Hardware Company, Muncie, Ind. 
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a piece of 2-inch pipe to the floor by means of a 
floorplate, and using this as an axle for the reel. 
To give the device speed and ease of operation he 
attached plate casters to the floor in an inverted 
position, and now the reel spins merrily over the 








A practical device for handling hose from original reel. 
It is simple and inexpensive and gives real service 


rollers in response to an order for hose. That fix- 
ture is paying rent and piling up profits. 


Twelve Lawn Mowers in the Space of Four 


R. E. Nichols of the same firm is responsible for 
another good idea that is cutting out lawn mower 
worries. It consists of a rack made of pipe and fit- 
tings, which easily accommodates twelve lawn 
mowers in a space usually occupied by four. The 
illustrations show this rack empty and primed for 
service. The mowers are supported by the handles, 
the lower ones resting on the base of the rack, and 
are easily removed for demonstration and sale. It 
is simply constructed and can be easily turned out 
in any live hardware store. Lawn mowers at the 
Nicholas Hardware are not in arrears for rent. 

These are only samples of space-saving and rent- 
paying fixtures, which have a proved value. There 
is opportunity for dozens of others equally as good. 

Grab a pipe wrench and get busy. Stop the rental 
leaks. It’s easy to put over, and besides “nobody 
loves a landlord.” 
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Home-made lawn mower rack used by the Nicholas 
Hardware Company. It can be made in any hardware 
store with little effort 
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Lawn mower rack primed for service. Note the 
economy in space and the thoroughly business-like 
appearance of this fixture 


Standard Chain Company and 
National Guard 


HE Standard Chain Company, Pittsburgh, Pa., 

through John C. Schmidt, president, and its 
executive committee, has adopted the following pol- 
icy with respect to members of the National Guard 
employed in its numerous factories located in sev- 
eral states: ‘‘We hereby notify all men now in our 
employ who are members of the National Guard of 
any State of the Union and who are called out and 
do join the army of the United States in connection 
with the present Mexican trouble, that this com- 
pany will place their names upon our compensation 
list and will pay their dependents the same amount 
as they would receive if they were disabled while in 
our employ, and in case of death caused by their en- 
listment we will pay the same amount to their de- 
pendents as we would pay if they were killed while 
in our employ.” 


Coming Conventions 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Tenn., July 11, 12, 13, 14, 
1916. T. W. Dixon, secretary, Charlotte, N. C. 


TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, Aug. 15, 16, 17, 1916. Harris 
J. Nelson, secretary-treasurer, Humboldt, Tenn. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7; 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P.J. Jacobs, secretary, Stevens Point, Wis. 
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Whoa, Emma! 


We Are Assailed—Our Diplomacy in Handling “The 
Recognized List” Is Labeled Belligerent — Read 
What the Motor Scribe Says About Us 


“Evidence of Progress” (?) 


N the June 22 issue, HARDWARE AGE had a 
few rather pertinent things to say about “The 
Recognized List.” The National Association 

of Automobile Accessory Jobbers had been run- 
ning loose for about a year, pretty firm in their 
conviction that they were the authorized body to 
say who should and who should not receive whole- 
sale prices on automobile accessories. 

This Association reminds us of a young mustang 
who is about to learn the power and insistence of 
a check bit. The big wholesale hardware people of 
this country paid but little attention to this Asso- 
ciation until it began exerting an influence on some 
manufacturers who were not fully wise to condi- 
tions. When the big hardware people found this 
young and over energetic Association exerting 
about all its youthful power in an endeavor to shut 
off their sources of automobile accessory supplies, 
they wrote HARDWARE AGE, enclosing a few inter- 
esting letters, and told us to use our judgment. 
We held a little three-cornered conference, sized 
up our duty, and published an editorial on “The 
Recognized List.” We didn’t aim to spare the 
feelings of anyone responsible for the attempted 
throttle-hold on this trade. We expected a lam- 
basting from some of the papers in the motor and 
motor accessory fields, and we have not been dis- 
appointed. No siree, not a bit. One of them came 
back with nearly a two-page editorial which we are 
going to reproduce. To their title the “Evidence 
of Progress” we have added a question mark. 
Thereby hangs a tale. Get your heads together, 
bcys—turn the lights low and listen to what they 
have to say: 


“Just as real stability has arrived in the motor 
car accessory business certain interests in the 
hardware jobbing trade are trying to stir up a 
muss. They seem peeved because all the hard- 
ware jobbers in the United States are not recog- 

- nized as jobbers of accessories by the National 
Association of Automobile Accessory Jobbers.” 


Turn the lights on for a second; the opening 
paragraph of. their editorial must be answered. 
Who said that real stability in the motor car acces- 
sory business had arrived? If there were worse 
price-cutters in the good old days, heaven forbid 
that they should come again. We hardware people 
are just beginners, but we aim to make the present 
state of “satisfactory stability” look like a Chinese 
nickel before we get through with it. Cut prices 
are an evidence of poor merchandising. If, as this 
scribe opines, at the present, or just a short time 
previous to the publication of our editorial, real sta- 
bility had arrived, we want to assure him of a punc- 
ture. No merchandising machine can travel at a 
real pace when every wholesaler packs a two-foot 
Barber’s pet especially designed for the nicking of 
prices. 

Low light, music tremolo—he continues: 

“A certain hardware trade paper has devoted 
two pages to an attuck upon the jobbers’ associa- 
tion, shouting: ‘Sherman law,’ ‘Monopoly,’ 


‘Afraid of the hardware jobbers, and other 
things of a like nature. 

“The substance of the whole thing is that the 
jobbers of accessories formed an association to 
stabilize business and investigated the accessory 
business of the whole country to determine 
what companies really are jobbing accessories. 
This data was put into list form in the broad 
light of day where everybody could see it.” 


Lights. We blushingly admit that the “certain 
hardware trade paper’ was us. That our shout 
was of sufficient importance to pull a page and a 
half editorial reply is highly pleasing. We still 
maintain that the words “Sherman Law,” ‘Mon- 
opoly” and “Afraid of the Hardware Jobber” were 
mighty well chosen and will furnish food for 
thought to more than one manufacturer and jobber 
who have gone into this Association half cocked. 

Advice is the cheapest thing we have to offer, 
and sometimes we strike it right. We advised 
Bryan not to run for President once. We’ve for- 
gotten just when, but it was one of the times, and 
scores of people agree with us even to this day. 
Now our scribe friend dips his quill and speaks 
of data presented in broad daylight. He is so 
afraid folks won’t see it that it has been set in 
capital letters: 


“THERE ARE ABOUT 280 FIRMS 
LISTED AS ACCESSORY JOBBERS AND 
NEARLY 100 OF THEM ARE ALSO 
HARDWARE JOBBERS.” 


Good! Great stuff! Hardware wholesalers a 
hundred strong. And to think of it, out at Kansas 
City they wanted to cut the hardware houses out en- 
tirely. Well, even hardware men will get into bad 
company. Continuing in broad daylight, but with- 
out capital letters, the motor scribe plods on— 


“The rest of the accessory and hardware people 
were not put on the list for the simple reason 
that they do not carry, in the opinion of the ac- 
cessory jobbers, an adequate stock of accessories, 
are not doing an accessory jobbing business, and 
would not be considered jobbers by any fair- 
minded person. In fact, some of the firms about 
which the hardware interests are shouting were 
investigated by the accessory jobbers’ association. 
One of them was found to be a RETAILER only 
and said he didn’t even job hardware, let alone 
accessories. Such a man would make a fine job- 
ber of anything, wouldn’t he?” 


Please, one minute. Hold the sun where it is. 
We need your broad daylight: That first para- 
graph is a corker—read it again: “The rest of the 
hardware people not on because, IN THE OPIN- 
ION OF THE ACCESSORY JOBBERS, they do 
not carry an adequate stock of accessories.”” Whew! 
Doesn’t that make you catch your breath? Who in 
the name of all that’s holy put this picked bunch 
of accessory jobbers up to decide this question? 
You can get a pretty good line on their ability by 
the fact that they have quietly side-tracked the 
George Tritch Hardware Company of Denver, Col. 
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Up in Boston, Mass., this “fair-minded”? committee 
failed to consider Decatur & Hopkins Company, 
then they jumped up to Bangor, Me., and said 
“no” to the Rice & Miller Company. Not that this 
hardware concern asked to be considered, or wanted 
a place among the “elect,’’ but the committee by 
divine right said “no” anyway, and “no” it is. In 
Richmond, Va., they couldn’t see the Richmond 
Hardware Company, and in Knoxville, Tenn., C. M. 
McClung & Co. were left out in the cold. In Min- 
nesota they labeled Farwell, Ozmun, Kirk & Co. 
N.G. This is the opinion of these of the anointed, 
but Farwell, Ozmun, Kirk & Co. are mighty good in 
our humble opinion. The Wimberly & Thomas Com- 
pany of Birmingham are “off the list.” A. Baldwin 
& Co., Ltd., of New Orleans; the Delamater Hard- 
ware Company of Detroit; the Witte Hardware 
Company and Geller-Ward & Hasner Hardware 
Company, St. Louis; The A. M. Holter Hardware 
Company, Helena, Mont.; The Missoula Mercantile 
Company, Missoula, Mont.; Weed & Co., Buffalo, 
N. Y., and the Supplee-Biddle Hardware Company, 
Philadelphia; the Bering & Cortes Hardware Com- 
pany, Houston, Tex., and about a hundred other 
concerns are ruthlessly brushed aside by this busy 
committee, as houses that “would not be consid- 
ered by any fair-minded person.” Truly the motor 
scribe is richly blessed with unconscious humor. 

Too much light. Draw your curtain or order an 
eclipse while we glean more knowledge from your 
editorial: 


“Another firm said it didn’t job accessories and 
had no desire to, yet the hardware interests would 
have this firm rated as an accessory jobber. An- 
other said it didn’t give a hoot about jobbing ac- 
cessories and wasn’t going to. Rating these 
people as jobbers of motor car accessories would, 
to quote the hardware paper, be a ‘pretty kettle 
of fish,—but mostly cod.” 


Lights. Say, there is something about this “cer- 
tain hardware paper” that reminds folks of fish. 
In the good old days Sank Norvell called one of 
us “Fillet of Soule’ and said it was generally 
flounder when served in New York. Now, this 
motor chap hops into the open and brands us “cod.” 
Sank has a copyright on that fish stuff, my boy. 
You meant C. O. D., and you referred to this auto- 
mobile accessory advertising that keeps piling up 
in the thick sections between which this thin slice 
of editorial material is sandwiched weekly. 


Curtain 

“This hardware paper that makes the attack is 
further amusing when it asserts that motor car 
accessories are hardware, always have been and 
always will be, and there isn’t any difference be- 
tween them and hardware. 

“We wonder if this hardware paper is suffi- 
ciently informed in its own trade to know that all 
the hardware jobbers who amount to anything 
and who job accessories job them through a SEP- 
ARATE ACCESSORY DEPARTMENT—NOT 
through the hardware department? If accessories 
are hardware, why have a separate department?” 


Quick, Watson—Light and the Needle 

You’re getting it, lad. It’s slow, but it’s filtering 
through. Eventually you will wake up to the fact 
that automobile accessories are hardware. We are 
willing to give you time. A ticket and a little 
travel is all you need to round out your education 
on this subject. 

In the next papagraph we get it straight from 
the shoulder: “Hardware jobbers, who amount to 
anything, job accessories through a separate de- 
partment, not through the hardware department.” 
Say, son, we’ll go you one better! Any hardware 
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jobber who has failed to departmentize his busi- 
ness is a back number. No, accessories are not a 
part of the hardware department, builders’ shelf or 
otherwise, nor are they a part of the housefur- 
nishing department, the stove department, the cut- 
lery department or any one of half a dozen other 
departments that blend harmoniously to make a 
modern hardware jobbing house, big, broad and 
effective. If the jobbing houses in your field are 
not departmentized you have a big editorial duty 
staring you right in the face. Your question is 
just another gusher from that deep well of humor. 
Tunnel—watch your morals. 


“This hardware paper prints in capital letters 
the fact that the jobbers of motor car accessories 
drew up a CODE OF MORALS. The accessory 
jobbers do not dispute it; they are proud of it, and 
it is herewith recommended to all other trades, 
not excluding hardware.” 


We did suggest that the “code of morals” was 
corrugated, but our meaning didn’t get across. 
What we meant was that the codes of Uncle Sam 
conflict in certain places with those of the ‘‘Recog- 
nized Listers.” Anyway we believe that “system 
in merchandising” has a “code of morals” backed 
off the boards. Some sage once said that you can’t 
pray hard enough to compete with the plumber. 
But to proceed— 


“The accessory jobbers’ association was formed 
in an effort, among other things, to inject a little 
business morality into existing affairs, and that. 
there are hardware men who admit the necessity 
for this may be assumed when it is stated that the 
president of the National Association of Auto- 
mobile Accessory Jobbers is a member of one of 
the biggest hardware houses in the United 
States.” 


“Formed to inject a little business morality into 
existing affairs.” Well, comrade, our observations 
will be brief. An injection of hardware was evi- 
dently necessary. We feel that way about the 
whole automobile accessory business. 


“Funny how this hardware man got into the 
association, isn’t it? Funny, also, isn’t it, how a 
number of hardware people who aren’t even 
members of the association secured recognition 
as jobbers? And isn’t it strange that there are 
over 100 per cent more jobbers on the list than 
there are members of the association? Why this 
carelessness on the part of the ‘monopolistic’ as- 
sociation? It must have been working under 
pressure on a hot day when it did its work.” 


There certainly are some funny things in life. 
At the end of this scribe’s editorial he has listed 
the names of about seventy-five hardware houses 
who have, as he says, “‘secured recognition.” What 
some of these concerns have to say about our edi- 
torial of the twenty-second may prove interesting 
to the clan. It grieves us to be forced to use this 
editor’s witnesses. It’s too funny to keep from 
you. It also shows clearly where these big houses 
stand: 

St. JOSEPH, Mo. 
Editor HARDWARE AGE. 

Dear Sir: We have noted very carefully your edi- 
torial in the HARDWARE AGE of June 22, entitled “The 
Recognized List,” and certainly want to compliment you 
on the very thorough manner in which you have put 
this up to the manufacturers. This letter comes at a 
very opportune time and I am satisfied it will have a 
great deal of influence with some of the manufacturers 
who seem to be on the fence. 

This letter expresses our sentiments exactly and you 
can rest assured of our moral support in any contro- 
versy which might come up. 
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July 6, 1916 


Again thanking you for the way in which you have 
taken this matter up, we are 
Yours truly, 
WYETH HARDWARE Co., 
J. S. McAdams, Secretary. 


OMAHA, NEB. 


Dear Editor: I have read with interest your edi- 
torial of June 22, “The Recognized List.” 

I appreciate it very much. It sounds like the old 
Gimlet—“‘it’s the absolute truth, straight from the 
shoulder.” 

It shows an appreciation of the situation. 
only carries weight but confidence. 

A few members of the organization referred to will, 
of course, take exception to it, but truth is mighty and 
will prevail and without doubt this will attract wide 
attention and much favorable comment and credit. It 
is worth it. Yours very truly, 


WRIGHT & WILHELMY Co., 
W. S. Wright. 


It not 


PITTSBURGH, Pa. 
HARDWARE AGE. 

Gentlemen: We wish to congratulate you upon the 
editorial in your issue of June 22, entitled “The Recog- 
nized List.” It gives a very clear explanation of the 
conditions which exist in regard to the distribution of 
automobile supplies and puts the matter before the 
hardware trade in its proper light. 

We believe it will open the eyes of many merchants 
and manufacturers who have not had a clear under- 
standing of what was meant by “The Recognized List.” 

It would certainly be a very shortsighted policy for 
manufacturers of automobile accessories to lend them- 
selves to any movement which would have a tendency 
to handicap the hardware trade in taking up this line. 

Yours truly, 
LOGAN-GREGG HARDWARE CO., 
P. L. Logan, Vice-President. 


St. PAuL, MINN. 

My Dear Editor: We are very much interested in 
your article published in the HARDWARE AGE of June 
22, editorial comment on “The Recognized List” of Auto- 
mobile Accessory Jobbers. Unquestionably you have 
the right idea, and we have good reason to believe that 
your article will accomplish the desired result, and that 
the sale of automobile accessories cannot be diverted 
from the legitimate trade channels as it is evidently 
attempted. 

The case of the Odell Hardware Company is a strik- 
ing exampie of the futility of the plan. Both the re- 
tail and the wholesale hardware trade are under obli- 
gations to you for your splendid article on the subject. 
We assure you it is highly appreciated by our house. 

Respectfully yours, 


HACKETT, GATES, Hurty Co., 
F. W. Hurty. 


BosTon, Mass. 
Dear Editor: I have read with interest your edi- 
torial in the HARDWARE AGE of June 22, entitled “The 
Recognized List,” and as hardware jobbers who are 
distributors of automobile accessories I want to extend 
to you our appreciation of an editorial of this sort. It 
is logical and very much to the point, and I believe 
should bring results favorable to the hardware jobbers 
who are handling an accessory line. 
Very truly yours, 
BIGELOW & DowsE Co., 
I. S. Dillingham, Jr., Treasurer. 


We submit these letters without comment. You 
can’t reasonably expect a man to comment when 
he is so wrought with emotion. We once heard 
of a fellow who laughed himself sick, and our acci- 
dent policy hasn’t the right clause in it for us to 
continue with safety. 


More Light from the Motor Man 


“‘Monopoly!’ ‘Closed corporation!’ says the 
hardware paner. Nothing to it! There is nothing 
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in the rules of the association that is monopo- 
listic. There are manufacturers who sell to 
firms not on the list and there is nothing that 
requires anyone to do otherwise. 

“As far as a lot of alleged hardware jobbers 
not being able to buy from accessory manufac- 
turers at jobbers’ prices is concerned the jobbers’ 
association has made little difference. Even be- 
fore the association was formed the better equip- 
ped manufacturers were just a trifle careful as 
to their jobbing prices and could see little even 
then to this cry from a certain class of hard- 
ware people; they can see less now that an 
adequate investigative -machinery has shown 
some of them up.” 


Shades of night! Did we make an error? Did 
we yell wolf! wolf! when there was no wolf? Well 
we admit that we made most of that noise for the 
Odell Hardware Company, but Providence has been 
kind and our intuition plus was justly provoked. 
During the past week we have received four letters 
from those who have come face to face with the 
“Chinese wall.” Read them and see how timely 
they are. Oh, yes—pronounce that word “investi- 
gative,” without gargling, and we will renew your 
subscription at the same old price. 

Now try to realize what a sigh of relief the editor 
heaves as he sends these letters to the composing 
room: 

KNOXVILLE, TENN. 
Editor HARDWARE AGE. 

Dear Sir: Just received your editorial on “The 
Recognized List,” and we wish to congratulate not only 
you on your good editorial, but also the hardware job- 
bers in having their cause championed in such a force- 
ful article. 

We are especially interested in your subject, as we 
are just entering the automobile accessory game and 
are pleased to learn that already some of the manufac- 
turers who are members of the “Chinese Wall” asso- 
ciation have learned they have legal counsel worth 
while. If others are not benefited by your good advice 
and ponder well before using the “Recognized List,” 
we believe Uncle Sam will make an apt teacher. 

Thanking you for the service you have rendered the 
legitimate hardware jobbers, we are 

Cordially yours, 
C. M. McCuiune & Co., 
Bruce Keener, Jr., Assistant Secretary. 


CLARKSBURG, W. VA. 


Dear Mr. Editor: We applaud your splendid edi- 
torial, “The Recognized List,” with all the vigor pos- 
sible, and extend hearty congratulations to you for the 
very able manner in which you have handled this sub- 
ject. 

Every automobile accessory manufacturer should 
have this message placed before him most forcibly, 
and we stand ready to do our part toward this end. 

About a year ago we started to put in a complete 
line of automobile accessories. Our troubles soon began. 
You have quite clearly shown up the obstacles in 
your editorial. The wall which the National Associa- 
tion of Automobile Accessory Jobbers had set up with 
“The Recognized List” soon began to tumble, however, 
and to-day we are offering a complete line of standard 
recognized accessories and supplies for the motor car. 
Our identity as legitimate distributors has been estab- 
lished (for we sell no goods whatever at retail) and 
this department is flourishing. 

It has been a long, hard fight, however, and as we 
are sure that automobile accessories belong to us, we 
stand ready to do whatever we can to make it easier 
for our fellow hardware jobbers to put in the line. 

We feel that “The Recognized List” is an obstacle in 
the hardware jobbers’ and retailers’ way, and it is of 
vital interest to us. We wish to place ourselves on 
record as being opposed to any combination which at- 
tempts to control the distribution of any product, an:l 
especially to “The Recognized List” methods of the 
National Association of Automobile Accessory Jobbers. 
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We are pleased, indeed, to see HARDWARE AGE the 
first of our trade papers to come out in the open and 
express themselves on the above subject, and feel. sure 
that your editorial, “The Recognized List,” is only a 
forerunner of activities in behalf of the hardware trade. 

With very best wishes, we are 

Yours very truly, 
THE WILLIAMS HARDWARE Co., 
D. B. Williams. 


BANGOR, ME. 
Editor HARDWARE AGE. 

Dear Sir: We have read with considerable interest 
the editorial in HARDWARE AGE, June 22, the subject 
“The Recognized List.” 

We are particularly interested in this article, inas- 
much as we ourselves have been given to understand 
that unless we joined a certain association our ability 
to purchase at jobbers’ prices would be interfered with. 

We wish to say that we heartily commend what you 
have to say. 

Very truly, 
RicE & MILLER COMPANY, 
E. E. Patten, President. 


WATERLOO, IOWA. 
Editor HARDWARE AGE. 

Dear Sir: We received, yesterday morning, the June 
22 copy of HARDWARE AGE and.are very much pleased 
to read your editorial comment, “The Recognized List.” 

We feel that this editorial is very applicable just at 
the present time, and from our experience we believe 
you have stated conditions exactly as they exist at the 
present time. 

We, as hardware jobbers, feel that automobile 
accessories will soon be in the hands of the hardware 
jobbers almost exclusively and extend our congratula- 
tions to you for this timely article. We wish to thank 
you also for your cordial support. 

Yours respectfully, 
CUTLER HARDWARE COMPANY, 
George W. Huntley, Secretary. 
Again, the Quiver of the Motor Quill 
“The hardware jobber who thinks he is a motor 
car accessory jobber just because he is a hard- 
ware jobber is no more entitled to accessory job- 
bing discounts than is the shoe jobber, the tobacco 
jobber or the drug wholesaler. There must be a 
dividing line somewhere and it is to be hoped 
that with experience and growth this faction of 
the hardware trade may learn this.” 


It’s a safe two to one bet this editor never heard 
of Isaac Walton. Ike was a fisherman. He knew 
that to catch certain fish it was necessary to first 
cast great tubs of cut bait into the ocean to attract 
schools. But Ike in his balmiest days never caught 
one-fourth of the fish attracted by his “chumming”’ 


New England [ron and Hard- 


ware Association Convention 


The annual meeting of the New England Iron 
and Hardware Association took place at Young’s 
Hotel, Boston, Mass., Tuesday, June 20. Reports 
from the secretary and treasurer show the associa- 
tion to be in a particularly flourishing condition, 
both as to finances and members, more new mem- 
bers having been taken in during the last year than 
for many years past. 

President Charles A. Adams delivered a timely 
and forcible address, after which the election took 
place, resulting as follows: 

Officers: Charles A. Adams, president; Wilbur B. 
Ayer, vice-president; Charles H. Breck, treasurer; 
George J. Mulhall, clerk. 

Directors: Charles A. Adams, Wilbur B. Ayer, 


Hardware Age 


method. Twenty-five per cent of the hardware 
wholesalers of the United States have taken the 
accessory hooks ‘during the past few years and 
there are some big ones still swimming around. 
A few more tubs of “chum” may prove a profitable 
cast. 


“One thing seems true, which is that the hard- 
ware trade is somewhat afraid of the accessory 
jobbers’ growth rather than vice versa. The 
National Association of Automobile Accessory 
Jobbers has done much to make the accessory 
trade the trade it should be and no opposition 
from a disgruntled faction in the hardware trade 
is going to make any material difference in its 
progress.” 


Yes, the hardware jobbers are afraid—scared to 
death. Just like the U. S. A. is afraid of Mexico. 
The story is told by the volunteers. Take another 
slant at that long line of hardware wholesalers who 
are getting ready to stock automobile accessories. 
They are certainly a timid-looking lot. Anyway, 
very few hardy people go into the hardware busi- 
ness. It is often confused with the lace counter. 


“When any hardware jobber really begins to 
wholesale accessories he is an accessory jobber, 
but as long as he carries little or no accessory 
stock and is content to take what few orders ac- 
cidentally filter into his office he is a menace to 
the legitimate accessory jobber, for he would sub- 
sist upon a trade in which he has no part and to 
which he contributes nothing. As to whether a 
firm is an accessory jobber is entirely up to the 
firm itself. If it is it is—if it isn’t it isn’t—and 
there are a lot of hardware jobbers who are 
NOT.” 


Now, you fellows, who are NOT, just consider 
your wrists slapped, and get out of the way. You 
really ought to allow the “fair minded” originators 
of the “Recognized List’? to pass on your merits. 
Remember, please, go slowly. It’s rude to go after 
a new line with a rush. It isn’t done that way at 
all in our circle. 


“And so far as this agitation by a faction of 
the hardware trade through its trade paper is 
concerned it is only an evidence that the jobbers’ 
association is getting somewhere, and it is the 
more reason the jobbers can feel pride in their 
effort.” 


We close with an admission: The Automobile 
Accessory Jobbers’ Association, with its legend, the 
“Restricted List” are getting somewhere. We 
think it’s into hot water, and we await develop- 
ments with “baited” breath. 


George M. Gray, Fred L. Avery, C. F. Bragg, Leon 
C. Carter, Frank A. Marvin, C. W. Henderson, A. 
B. Marble, Herbert Field, R. M. Boutwell. 

Particular interest was taken in that part of 
President Adams’ remarks where he referred to in- 
stances where manufacturers are withdrawing their 
discount of 2 per cent for cash in ten days, and it 
is proposed to discuss this subject at a future meet- 
ing. An enjoyable dinner was served to the mem- 
bers before the business of the meeting. 


THE KING SAFETY RAZOR COMPANY, Boston, Mass., 
has been incorporated with capital stock of $50,000 by 
C. C. King, president; John A. Brennan, treasurer, and 
T. J. McGrath. 


THE RICHMOND STRIP & SCREEN COMPANY, Richmond, 
Va., has been incorporated with $15,000 capital stock. 
A. R. Hagner, Jr., is president. 
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Obituary 


WILLIAM H. Fox, a well known hardware mer- 
chant of Cincinnati, Ohio, died at his home in that 
city, as the result of an automobile accident. He 
was a native of Ireland, and came to this country 
when 18 years old, and settled in Worcester, Mass. 
After learning the hardware business he came to 
Cincinnati in 1878, and established the Fox Hard- 
ware Company, whose store was at Gilbert Avenue 
and McMillan Street, its present location. He was 
a member of several clubs and fraternal organiza- 
tions, and is survived by a widow, two daughters 
and five sons. The business will be continued by his 
sons. 


WILLIAM H. WHITEHEAD died recently in an 
Evanston, Ill., hospital. Mr. Whitehead was born in 
1835 in Chicago, and at the age of twenty-six be- 
came interested in the manufacture of stoves. For 
thirty-five years he was president of the Chicago 
and Erie Stove Company. For several years he was 
President of the National Stove Manufacturing 
Association. Within the last few years he had re- 
tired. He is survived by two sons and two daughters. 


JAMES J. POTTER, a pioneer hardware merchant of 
Alpena, Mich., died recently of pneumonia after an 
illness of ten days. He was born in the province of 
Ontario, Canada, in 1843, and, with a brother, 
started in the hardware business in Alpena in 1868. 
For many years their business was conducted under 
the name of Potter Brothers, and later as the Pot- 
ter Hardware Company. In 1915 the business was 
sold to the Alpena Hardware Company. 


G. ALBERT REX, senior member of the Rex Hard- 
ware Company, and a well known resident of Park- 
ersburg, W. Va., died at his home, 1405 Spring 
Street, aged seventy-six years. Mr. Rex came to 
West Virginia from Philadelphia, Pa., in 1860, at 
which time the Rex Hardware Company was 
founded. He was unmarried. 


F. C. STOVALL, proprietor of the Stovall Hardware 
Company, Chattanooga, Tenn., died at his residence, 
17 Vine Street. Mr. Stovall was born in Gunters- 
ville, Ala., 46 years ago. He had been a resident of 
Chattanooga for the past 22 years and had conduct- 
ed a hardware business practically all of that time. 


GILEs S. CoNGDON, for a number of years a mem- 
ber of the firm of Congdon & Henry, and later of 
the Congdon Hardware Company, Rapid City, S. D., 
died at East San Diego, Cal., in his seventy-eighth 
year. He had been president of the Congdon Hard- 
ware Company since 1893. 


FREDERICK L. FROST died at his residence, 15 Mel- 
ville Avenue, Dorchester, Mass., recently, at the 
age of fifty-five years. He was the senior partner 
of the American Hardware Company, and was born 
at Yarmouth, N. S. He was a resident of Boston 
for twenty-five years. 


WALLACE M. FIESLER, president of the W. M. 
Fiesler Company, Cleveland, Ohio, died recently af- 
ter an illness of two years. Mr. Fiesler had been in 
business for thirty-one years, and was born in Fair- 
view, Pa. He is survived by a widow and three 


sons. 
HARRY PRICE TOWNLEY, a retired hardware mer- 


chant of Terre Haute, Ind., died suddenly while vis- 
iting at the home of his daughter in Danville, Ill. 
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ALBERT E. KRIPPENE, a prominent business man 
of Oshkosh, Wash., died recently. He was secretary- 
treasurer and manager of the Krippene Hardware 
Company, and had served as a member of the Board 
of Education for a number of years. 


WILLIAM M. Moore died at his residence at Spar- 
tanburg, S. C., recently. He was born in 1861 in 
Toccoa, Ga., and moved to Spartanburg several 
years ago. He was connected with the Montgomery 
& Crawford Hardware Company. 


ERNEST MILFORD CASLOR, who for many years was 
associated with his father in the hardware business 
at 628 Queen Street W., Toronto, Ontario, died re- 
cently in his thirty-fourth year. 


HENRY J. SNYDER, aged forty-two, died at his 
home in East Syracuse, N. Y., after an illness of 
several weeks. For many years he conducted a 
hardware and plumbing business. 


G. ALBERT REX, senior member of the Rex Hard- 
ware Company, Parkersburg, W. Va., died recently 
in his seventy-sixth year. Mr. Rex was a native of 
Philadelphia. 


IsAAC N. Woopcox, aged 75 years, engaged in the 
hardware business in Piqua, Ohio, died at his home 
recently. He is survived by a widow and one son. 


HENRY A. MUELLER, a retired hardware merchant 
of East Baltimore, Md., died at the home of his son. 
He was in his sixty-seventh year. 


B. D. JEWELL, a member of the hardware firm of 
Jewell, Meyer & Handy, Arlington, Iowa, recently 
died suddenly. 


JOHN WILLIAMSON, head of the Ardmore Hard- 
ware Company, Ardmore, Pa., died at his home on 
Coulter Avenue. 


G. A. BERG, of the hardware firm of Berg & Ben- 
son, died at his home recently following a long ill- 
ness. 


E. D. DAVIS, owner of a hardware store in Mount 
Vernon, Wash., died recently, in his sixty-first year. 


EPHRAIM SELL, a hardware merchant of Kent- 
land, Ind., died recently, aged sixty-four. 


Russia and the Imperial 
Government 


THE National City Bank of New York, 55 Wall 

Street, New York, has just issued an 18-page 
pamphlet entitled “Russia and the Imperial Russian 
Government,” covering economic and financial ques- 
tions. The Russian Empire, largest of all countries, 
has an area of 8,417,115 square miles, or about a 
sixth of the land surface of the earth. Russian ter- 
ritory is equivalent to four times the size of the 
European Continent and more than double the area 
of the United States, including all of our island 
possessions. In population Russia is surpassed only 
by China and India. The population on Jan. 14, 
1913, was authoritatively estimated at 174,099,600, 
which, compared with 128,123,270 reported by the 
1897 census, shows an increase of 35 per cent in 
sixteen years. 

This pamphlet is replete with valuable informa- 
tion and data which anyone contemplating trade 
relations with Russia should obtain, and which will 
be sent gratis for the asking. 











A Long Chase 


ECESSITY is the mother cf invention, and the 

hungry Frenchman told about in a biography re- 
cently published in England illustrates the old adage 
anew. 

He was in an English restaurant and wanted eggs 
for breakfast, but had forgotten the English word. So 
he got around the difficulty in the following way: 

“Vaiterre, vat is dat valking in the yard?” 

“A rooster, sir.” 

“Ah! and vat you call de rooster’s vife?” 

“The hen, sir.” 

“And vat you call de childrens of de rooster and his 
vife?” 

“Chickens, sir.” 

“But vat you call de chicken before dey are chicken?” 

“Eggs, sir.” ; 

“Bring me two.”—E«change. 


The Important Thing 


HEY were speaking about looking on the practical 
side of things, and this incident was recalled: 

One afternoon late in the fall Uncle Josh was driv- 
ing slowly toward the town, when an acquaintance ex- 
citedly dashed out to the road and hailed him. 

“Say, Josh,” he exclaimed in a palpitating voice, 
“have ye heard the news?” 

“No, don’t kalkerlate I have,” responded Uncle Josh, 
sociably stopping his team. ‘What kind o’ news is it?” 

“Jim Smith committed suicide,” answered the other. 
“Hung himself from a beam in the barn.” 

“Is that so?” thoughtfully rejoined Uncle Josh. 
“Wonder if he got all of his corn husked?”—Phila- 
delphia Telegram. 


The Chief End of School 


HE rich old uncle from whom much was hoped for 
was visiting his niece, who had been telling him 
how dearly his little namesake loved his school and 
how well he was getting on with his studies. 
“Well, Teddy,” said uncle jovially, upon the return 
of the little boy, “what do you do in school all day?” 
Teddy pondered. “Well,” he said gravely, “mostly I 
wait until it’s time to go home.”—Eachange. 


Relativity of Space 


the so happened that a new professor of music had just 
been installed in a certain colloge for women. Nat- 
urally, he was the subject of a heated discussion among 
his pupils-to-be. Said one: 

“ ‘Handsome.’ Why, his nose and the point of his chin 
nearly meet.” 

“My dear,” cautioned his champion with dignity, 
“why do you exaggerate so? You know as well as I 
that they’re miles apart.”—Exchange. 


Needed a Change 


RS. BROWN and her five-year-old son were having 
a little chat, when Robbie said: 
“Mother, I’m going to have a little sister some day, 
ain’t I? 
“Why? Do you want one?” asked his mother. 
“Well, I’m tired of teasing the cat.”—Exchange. 


It All Depends 


“Say, paw, what’s a ‘captain of industry’?” 

“It is a term that the head of a grinding monopoly 
applies to himself, my son.” 

“And what is a ‘robber baron’?” 

“It’s a term the dear public applies to the same man.” 
—Indianapolis Star. 


Nervous Apprehension 


“They are not going to cut me up if I go to the hos- 
pital, are they?” 

“Of course not, when you’re going just for a rest. 
What makes you think they are?” 

“Because when I called up the hospital a voice said 
‘Operator.’ ’—Baltimore American. 


Suspicious 


Employer—Young man, I’m afraid you have deceived 
me. You told me when I employed you that you were a 
college graduate.” 

New Clerk—Beg pardon, but what reason have you 
for doubting it, sir? 

Employer—Why, you just said in regard to a matter 
connected with the business that I knew more about it 
than you did.—Indianapolis Star. 


An Adage Disputed 


“Do you believe in the saying that language is used 
for the concealment of thought?” 

“No,” replied Miss Cayenne; “in much of the lan- 
guage you hear you haven’t even the comforting sus- 
picion that there may be a thought in hiding.”—Wash- 
ington Star. 


Looking Backward 


“There’s no danger,” said the doctor. “It’s only a 
carbuncle coming on the back of your neck. But you 
must keep your eye on it!”—Christian Register. 


Service 


“Of course, you want to serve your country?” said 
the patriotic citizen. 

“Yes,” replied Senator Sorghum. “But I want my 
constituents to have first helping, as far as possible.”— 
Washington Star. 


His Unprejudiced Opinion 
W HICH side of the house do you think the baby 
resembles most?” proudly asked young 
Popjoy. 
“Well—h’m!” answered Smith. “I can’t see that 
he looks so very much like the side of a house.”— 
Woman’s Home Companion. 


Forethought 


OME one noticed that Pat was ambidexterous. 
“When I was a boy,” he explained, “me father al- 
ways said me: ‘Pat, learn to cut yer finger-nails wid 
yer left hand, for some day ye might lose yer right 
hand.’ ”—Boston Transcript. 


Lost and Found 
YMPATHETIC Old Lady—Heve you lost yourself, 
little boy? 
Little Boy—No—boo—hoo—but I’ve found a street 
I don’t know!—E xchange. 
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Curbing the Abuse of 
Privilege 


ANY of the evils existing in the mer- 
M cantile business to-day are directly 
traceable to the buying public’s abuse 
of privilege. Particularly is this true in 
regard to the return of goods, where the 
abuse has grown to such proportions as to 
become a serious menace to profitable mer- 
chandising. 

The customer is entitled to every reason- 
able service and to every possible courtesy. 
That is admitted. However, the man whose 
lifework and capital are bound up in the 
legitimate selling of merchandise is also 
worthy of some consideration. 

The return privilege was accorded as a 
matter of accommodation and justice. Its 
systematic abuse by a certain proportion of 
those for whose benefit it was originated has 
cast discredit upon the entire system. Every 
item which adds to the cost of doing busi- 
ness must of necessity be reflected in in- 
creased prices to the consumer, and the rights 
of the general public to fair prices should 
not be jeopardized by unfair concessions to 
a few. 

The Boston Chamber of Commerce, realiz- 
ing the folly of the present “return” system, 
took the matter under consideration nearly 
a year ago. After much thought and study 
a set of rules governing the return of mer- 
chandise was formulated and presented to 
the merchants of the city for their endorse- 
ment. A five-week advertising campaign for 
the purpose of informing the purchasing 
public was taken up, and on July 1 the fol- 
lowing regulations became effective in 
Boston: 

RETURNABLE ARTICLES 


Any article of merchandise which for some good 
reason is to be returned to a store must be returned 
within a reasonable time—six business days. 

No articles will be accepted for return unless they 
are substantially in their original condition; neither 
will merchandise of any kind which has been used 
or worn be accepted for return unless defective or 
not as represented. 

The sales check must accompany all returned 
merchandise. 

Gifts of all kinds (Christmas, wedding, birthday, 
etc.) if returned will be accepted only in exchange 
for other merchandise. 

All goods cut from the piece at the request of the 
customer, that would have remnant value only, are 
returnable at one-third off purchase price. 

Uniform tags will be used on articles bought with 
the privilege of returning. If these tags have been 
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removed from the article it will not be accepted for 
return, 
NON-RETURNABLE ARTICLES 


The following articles, for legal, sanitary or other 
reasons, cannot be exchanged or returned: 

Bedding and mattresses. 

Garments that have been altered for the purchaser 
and which are not salable. 

Shoes which have been altered, buttons reset, worn 
or damaged. 

Combs, hair brushes and toothbrushes. 

Rubber toilet articles. 

Women’s hats which have been made or trimmed 
specially to the customer’s order. 

All merchandise which has been made to order or 
specially ordered and which is not regularly carried 
in stock. 

Veilings. Books. Neckwear. 


EXCEPTIONS 


Under the following conditions the above or any 
goods may be exchanged or returned: 

Any error on the part of the store, such as wrong 
size or color or defective workmanship. 

Merchandise defective when sold or not of depend- 
able quality. 

Please co-operate with the merchants in a reform 
which will be a benefit in every way to everyone in 
the community. 

BosTON CHAMBER OF COMMERCE. 


The Boston Chamber of Commerce is to 
be commended for the firm stand it has taken 
in demanding justice for the retailer. The 
results of its action will be awaited with 
keen interest by the hardware trade. 


The Flavor of Pork 


ORK is a symbol of unearned increment. 
The very name suggests a bulk of fatty 
richness accumulated with no effort 

save that used in the satisfying of hoggish 
appetite. 

From a political standpoint, “pork” usu- 
ally represents the use of public money in 
the erection of unnecessary public buildings, 
whose only excuse for existence is their 
appeal for purely local votes. 

An apt illustration of “pork” harvesting 
is shown in the ill-concealed desire of the 
House Committee on Public Buildings and 
Public Grounds to compound a series of indi- 
vidual bills into what is known as an Omni- 
bus Public Buildings Bill. It would seem 
that these ardent disciples of “pork” are un- 
daunted by public sentiment or the threat 
of Presidential veto. The dark cloud of 
Mexican trouble alone seems able to hold the 
commtitee’s plans in check. The temporary 
side-tracking of this bill does not in any way 
indicate a change of heart. There is no sen- 
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timent in the councils of “pork.” We are led 
to believe that these liberal donors of public 
funds are merely biding their time, hoarding 
their desires until the “pork” larder is less 
closely guarded—then, presto !—another raid 
on the public pantry. 

For the enlightenment of the trade in gen- 
eral we print the following items from indi- 
vidual bills, taken from a list compiled by 
Mr. Charles H. Whitaker, Washington, D. C.: 


Grand Canyon, Ariz., population 299, post-office 
receipts, $5,312, appropriation for post-office build- 
ing, $25,000; Susanville, Cal., 638, $7,058, $60,000; 
Mancos, Col., 567, $4,040, $50,000; Brooksville, Fla., 
979, $5,566, $100,000; Greenville, Ga., 909, $2,848, 
$60,000; Hailey, Idaho, 1231, $6,023, $100,000; 
McKee, Ky., 146, $526, $75,000; Salyersville, Ky., 
310, $1,161, $75,000; Clayton, N. M., 970, $7,848, 
$125,000; Pembina, N. D., 717, $2,027, $75,000; 
Franklin, N. C., 379, $4,433, $75,000; Pawnee, Okla., 
2161, $8,714, $200,000; Seneca, S. C., 1313, $5,289, 
$100,000; Louisa, Va., 318, $5,084, $50,000; Webster 
Springs, W. Va., 500, $2,362, $150,000; Sundance, 
Wyo., 281, $2,989, $75,000. 


These and hundreds of like measures which 
abound in Congress are merely samples of 
what the Public Buildings Committee pro- 
pose to lump in the Omnibus bill mentioned. 
Surely, it is a delectable side dish of pure 
unadulterated “pork.” 

We place no blame upon the citizens of 
the towns and villages enumerated. Their 
desire for costly public buildings is prompted 
by the most laudable sentiment. To them 
this reckless expenditure of public money is 
a justifiable upbuilding of their town and 
community. They do not see the vote bribe 
behind the bounty. 

However, from an impartial business 
standpoint, should the laudable desire of the 
281 citizens of Sundance, Wyo., be rewarded 
by a $75,000 monument? Are the 500 in- 
habitants of Webster Springs, W. Va., en- 
titled to a public expenditure of approxi- 
mately $300 per capita? Is there any 
particular reason why the 146 people who 
live in McKee, Ky., should be presented with 
a $75,000 white elephant? There is justice 
to be meted out to the general public as well 
as to the local voter. 

The gross yearly postal receipts of Web- 
ster Springs are $2,362. On this basis the 
entire postal revenue of this town for the 
next 63 years would be utilized in paying 
for the building which housed its postal 
force. Can you imagine a private corpora- 
tion foolish enough to sink $150,000 in an 
enterprise the yearly income of which is less 
than $3,000? 

We submit this editorial without further 
comment. It is presented as a sample of the 
“pork” menus daily served at the Nation’s 
Capital. The service is at high cost and you 
pay the check. 

What are you going to do about it? 


The Need of Better Build- 
ing Codes 


ETWEEN 1860 and 1916 the total fire 
losses of this country reached the ap- 
palling sum of $1,248,207,000. Dur- 

ing 1915 the losses were $22,050,000, and 
during this year there have already been 
three immense conflagrations resulting in 
destruction to the amount of more than 
destruction to the amount of $17,000,000. 

Other sources have usually been directly 
responsible for the beginning of most of our 
great conflagrations, but the wooden shingle 
roof and the combustible frame structure 
have been the means by which the flames 
have spread and gained such headway as to 
make the checking of them almost impos- 
sible. In nearly every instance the fire could 
have been subdued with but a small fraction 
of the ultimate loss had the roofs in the 
vicinity of the fire been of a fireproof or 
even fire-resisting material. 

On March 21 and 22 of this year, in a fire 
at Paris, Tex., which caused a loss of $11,- 
000,000, shingle roofs were directly respon- 
sible for the greater part of this destruction. 
A high wind carried the flames and flying 
brands from a small fire to the residential 
section. The attempts of the fire department 
and the householders to combat the spread of 
flames on the shingle roofs were without 
avail and the fire spread north through the 
mercantile district. Seventy-three per cent 
of the 1440 buildings destroyed had roofs of 
combustible material. Much of the loss in 
the $4,500,000 fire in Augusta, Ga., on March 
22 of this year was caused by the presence 
of inflammable roofs, as was the conflagra- 
tion in Nashville, Tenn., on the same date, 
which caused a destruction of $1,450,000. 

The source of many of our greatest fires 
can be removed. Especially is this true of 
the wooden shingle roof menace. 

Any incorporated town, no matter how 
small, can prohibit by law the use of wooden 
shingles as roofing material and can enforce 
such a law. No city can afford to jeopardize 
its safety by allowing the menace of wooden 
shingle roofs to exist. Many cities have 
adopted complete building codes, usually 
based on one furnished by the National 
Board of Fire Underwriters, 76 William 
Street, New York City, but this action in 
many cases was taken only after the dread 
danger had been forcibly brought home to 
the inhabitants by the destruction of part of 
their city. 

The Nationa! Board of Fire Underwriters 
is conducting a campaign to eliminate the 
abnormally high fire loss that is a drain on 
the economical life of the entire country. 
The movement should have the hearty co- 
operation of every merchant and every civic 
body. 
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High Gasoline Production for 1916—Politics in Federal 
Trade Commission—Honest Bills of Lading— 


Panama Canal and Freight Rates 
By W. L. CROUNSE 


WASHINGTON, D. C., July 3, 1916. 


N the basis of carefully collected statistics the 
U. S. Geological Survey has prepared a con- 
servative estimate of 140,000,000 bbl. as the 
amount of petroleum marketed in the United States 
during the first half of 1916 which ended on the 
30th ultimo. This quantity, which includes a little 
oil actually produced in 1915 but marketed during 
1916, is appreciably less than the output during the 
first half of 1915, though it is greater by about 
5,000,000 bbl. than one-half the entire quantity mar- 
keted last year. When it is considered that the first 
half of 1915 included the period of maximum pro- 
duction of the Cushing pool in Oklahoma and the 
Crichton pool in northwestern Louisiana the dis- 
parity between the corresponding periods is not 
especially significant. 


Gasoline Production to Make New High Mark in 1916 


The fact that the output for the first half of 
1916 reflects the results of general activity through- 
out all oil-producing areas rather than flush produc- 
tion in restricted areas, is highly suggestive, in the 
opinion of the Survey experts, and leads to no other 
conclusion than that the final statistics of oil mar- 
keted during the current calendar year will establish 
a new record. Read the following cheerful predic- 
tion of lower prices in the near future and abandon 
the idea of trading that new gasoline delivery wagon 
for a pair of spavined horses: 

“As a consequence of the incentive afforded by 
the high prices in the early part of 1916, activity in 
drilling increased enormously in all fields with the 
opening of spring, and though within the half-year 
period no strictly new pools were discovered there 
was a development of old pools and new extensions 
that was attended with gratifying success. So 
marked was this success in the Augusta and El 
Dorado pools in southern Kansas, the Blackwell pool 
in Kay County, Okla., and the Shamrock extension at 
the Cushing pool in Creek County, Okla., that at 
the end of the half-year period the production and 
consumption of crude oil east of the Rocky Moun- 
tains are essentially in balance and a tendency 
toward weaker prices for Mid-Continent grades is 
apparent. 

“Thus far this tendency has affected high-grade 
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crude oil only to the extent of lowering the premium 
of certain types that are in. greatest demand, but 
its influence on market quotations is inevitable if 
production continues its steady increase or if the 
remarkable wildcat campaign now under way in 
the Southwest results in the discovery of even one 
considerable pool of high-grade oil.” 


Politics Discrediting Federal Trade Commission 


Speaking of gasoline, precious stones and other 
high-price commodities, it is greatly to be regretted 
that the Federal Trade Commission is rapidly losing 
public confidence because of the fact that one of its 
most active members is devoting his chief energies 
to a political campaign in his home State of Georgia, 
and is using his official job as a tail to his partisan 
kite. 

When the Trade Commission recently undertook 
an investigation to ascertain the cause of the high 
price of gasoline the direction of the work was 
turned over to Mr. Harris. Very little in the way 
of real information has been obtained, but the Com- 
missioner in charge of the inquiry, with the aid 
of an active press agent, has piled up considerable 
political capital for use at home by jousting with 
his trusty spear at that great octopus, the Standard 
Oil Company. Baiting the trusts is a regularly 
organized industry in some parts of Georgia, but 
members of the Federal Trade Commission are not 
supposed to be in politics. 


Commissioners Dabbling In Politics 


Senator Newlands of Nevada, one of the most 
punctilious men in public life, has brought Commis- 
sioner Harris’ political activities to the attention of 
the Senate in a very pointed manner that fore- 
shadows an investigation by the Interstate Com- 
merce Committee of which the Nevada Senator is 
chairman, to determine the extent to which members 
of non-partisan commissions throughout the Gov- 
ernment are neglecting their responsible official 
duties to dabble in politics. Senator Newlands has 
caused to be reprinted in the Congressional Record 
what appears to be a highly authentic account of a 
recent State convention held in Georgia, which was 
bossed from first to last by Commissioner Harris, 
who, instead of attending to the public business in 
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Washington, was personally supervising the selec- 
tion of delegates and otherwise running the whole 
show. In drawing the matter to the attention of 
the Senate, Senator Newlands stated that he did not 
expect members of these important commissions to 
abandon their political faith, but he insisted that it 
was most unseemly that men holding such exalted 
and semi-judicial positions, entitling them to the 
confidence of the entire people, should lower them- 
selves to the status of political bosses. 


Will Authorize Honest Bills of Lading 


Every now and then someone with the assistance 
of a burglar’s jimmy or a baseball bat manages 
to force the House Committee on Interstate and 
Foreign Commerce to let go of one of the impor- 
tant measures which it has been treasuring for 
many months with the solicitude of an old hen on 
a nest of china eggs. During the past week half 
a dozen big organizations of shippers, representing 
the country at large, have succeeded, with the active 
co-operation of the President of the United States, 
in prying loose the so-called Pomerene negotiable 
bill of lading bill, which the Committee with great 
apparent reluctance has reported to the House with 
a favorable recommendation. 

Three times in as many years the Pomerene bill 
has passed the Senate and twice it has been asphyxi- 
ated in Judge Adamson’s committee room. Few 
measures are of greater importance to the business 
men of the country, and practically the only oppo- 
sition the bill has encountered has come from cer- 
tain railroad systems which claim that they will 
be forced, under its terms, to incur greater liability 
without any increase in compensation. There is 
believed to be little foundation for this claim, but 
in any event the railroads have an ample remedy 
through application to the Interstate Commerce 
Commission. 


Provisions of Pomerene Bill 


In a nutshell, the Pomerene bill standardizes the 
bill of lading, makes it a good negotiable receipt 
for the merchandise which it purports to represent, 
forbids and punishes alterations or forgeries, and 
so improves and strengthens the bill now in force 
that any. bank will cheerfully make advances to the 
holder without a costly investigation to determine 
whether the goods which it represents are actually 
in existence. 

So strong is the pressure of the business men of 
the country for the passage of the Pomerene bill 
that the House Committee has been forced to report 
it and the House leaders now promise that it shall 
be voted upon before adjournment. ; 


Panama Canal No Longer Influences Freight Rates 


The Interstate Commerce Commission, after two 
months’ careful deliberation, has reached the im- 
portant conclusion that the Panama Canal cannot 
be counted upon as a freight route to the Pacific 
coast for many months to come. This decision will 
serve to increase freight rates from Pittsburgh and 
neighboring points to coast terminals on an imnpor- 
tant line of iron and steel commodities, hardware, 
etc., on and after Sept. 1, next. 

When the Panama Canal was first opened the 
trans-continental railroads, fearing the loss of a 
large part of their business through water compe- 
tition, secured from the Commission an order per- 
mitting them to make lower rates on iron and steel, 
etc., from the Pittsburgh district to the coast than 
were charged from the same points of origin to 
intermediate destinations. This departure from the 
principle of the interstate commerce law that a 
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lower rate cannot be charged for a long haul than 
for a short haul over the same line was justified by 
the Commission on the ground that the carriers 
must be aided in meeting the water competition. 


Then came the landslides that closed the canal 
and, following the reopening of the waterway, the 
transfer to the foreign trade of practically all the 
vessels previously engaged in coast-to-coast traffic 
via the big ditch. To-day there is practically no 
water competition and the merchants doing business 
in the Western interior States recently set up a 
stentorian demand through the Spokane Merchants’ 
Association for a new deal that would put them on 
an equality with Pacific coast points. The Commis- 
sion, after a careful investigation, has granted their 
petition and on Sept. 1 the carriers will promulgate 
new tariffs removing all discrimination against in- 
terior points. Should reliable coast-to-coast steamer 
lines be re-established, thereby again creating gen- 
uine water competition, the Commission will recon- 
sider the desirability of cutting rates to coast 
terminals. 


Speaker Working for Early Adjournment 


Speaker Champ Clark, in reading the riot act to 
members of the House who are putting their per- 
sonal political campaigns before their duty to the 
country at large, predicts that Congress will ad- 
journ by Aug. 15, provided every man, “from the 
captain to the cook,” will stay on his job. The 
Speaker is evidentiy quite in earnest in his intention 
of holding majority members in Washington, and 
any member who quits the game before final ad- 
journment will have a very interesting session with 
the captain when he comes back to Washington. 

Speaker Clark is certainly entirely correct in his 
view that the constituents of the average member 
will be much more apt to vote for him if he remains 
in Washington during these critical days than if he 
sneaks away from his puklic duties to stump his 
district. He is also unquestionably sound in his 
opinion that the harder Congress works for an early 
adjournment the better for the political fortunes of 
the party in power. The Speaker figures that if 
Congress had adjourned a month earlier two years 
ago the Democrats would have had a majority of 
fifty instead of the little handful of twenty, a mar- 
gin so small as to give the party whips an attack 
of heart disease with every roll call. 


Bond Issue Versus Higher Taxes 


The omnibus revenue bill, designed to raise money 
for the national defense, which was to have been 
passed by the House last Saturday, has been held up 
as the result of a very sharp difference of opinion 
between Chairman Kitchin, on the one hand, and 
President Wilson and Secretary of the Treasury 
McAdoo, on the other. The Mexican crisis has re- 
sulted in a big increase in current appropriations 
for the army and navy, and will probably swell the 
national defense budget at least $50,000,000, and 
perhaps another $100,000,000, if Carranza forces the 
United States into a real war. 

Mr. Kitchin proposes to raise this additional sum 
by a bond issue, but the President and Secretary 
McAdoo insist that this would be bad politics in a 
campaign year, and contend that Congress ought to 
provide additional sources of revenue, including, pos- 
sibly, a tax on gasoline, heretofore considered but 
abandoned, and the retention of the stamp taxes 
which Mr. Kitchin’s bill repeals. It is probable that, 
as a compromise, the expenses on account of the 
Mexican trouble will be paid out of the current reve- 
nues for a few months at least. 
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Carranza’s Meal Ticket in 
Danger 


COMPARED with the Spanish conflict, interven- 

tion in Mexico is a small affair. Ten thousand 
American soldiers are equal to 50,000 Mexicans. It 
should not take long to dispose of Mexico’s troops. 
The real work will be in restoring Mexico eco- 
nomically—and that will be a question of money, 
not of an army. 

It may be profitable to bear in mind that forty- 
eight hours after war had been declared on Spain 
the stock market began to advance, and did not 
cease rising until a long sustained »vom had de- 
veloped. In that war America had nothing to gain 
—materially—and stood to lose much. In the case 
of Mexico, America has already lost shockingly and 
has everything to retrieve. This were most em- 
phatically a salvage and promotive expedition. 

Inefficient and financially hampered as Spain 
was when she went to war with America, her con- 
dition was ideal compared with the Mexico of to- 
day. 

The Mexican Government—such as it is—has no 
money. What funds it possessed had been deposited 
in New York and Chicago. These deposits have 
been checked out against war supplies long ago. 
Carranza had arranged for a limited credit—which, 
of course, now ceases. 

Not only should the American security market 
during the current crisis offer opportunities for in- 
vestors, but Mexican national values—those issued 
prior to the abdication of Diaz—should be at least 
speculatively inviting if Uncle Sam decides to in- 
tervene. 

Mexico’s pre-revolution debt totals $200,000,000, 
United States currency par value—-New York 
American. 


$00,000 Barrels Crude Oil 
Daily 


HE country’s current crude oil production is 

now said to be at the record-breaking average of 
800,000 barrels a day. 

Output and consumption now just about offset 
each other, according to the Oil, Paint and Drug 
Reporter, which adds: 

“The banner producing sections at present are 
the mid-continent, Louisiana and Gulf Coast fields, 
with a total daily output of nearly 510,000 barrels. 
The mid-continent operators are drilling at the 
rate of nearly 1400 wells a month, with more than 
the average number of gushers and large producers 
among the completions. This week’s reports indi- 
cate that more crude is going into storage than has 
been possible under the conditions of stringency 
of supply, which marked the period prior to the 
opening of the spring drilling season. 

“Already the warning has been sent out—it was 
even reiterated at the hearings before the Federal 
Trade Commission at Washington—that producers 
should proceed a little carefully and not break the 
market by pouring out a flood of new crude oil. In 
the mid-continent field the record output of crude 


oil was in the spring of 1915, with a total of 
400,000 barrels of new oil daily. 

“In the mid-continent field production is now 
380,000 barrels a day—within 20,000 barrels of the 
highest ever attained.” 


New Auto Fuel a Success 


D ES MOINES.—A highly combustible mixture to 

be used as a substitute for gasoline in motor 
cars, which can be manufactured at a cost of 4 
cents per gallon, was successfully demonstrated 
here by Frank Watson. In the final tests the 
new fluid proved to be even more suitable for 
use in automobiles than gasoline, according to ex- 
perts present. 

One gallon of the new mixture drove a Ford car 
20.6 miles without carburetor adjustment. No 
steady speed was maintained in this trial, the car 
being driven at rates varying from 15 to 45 miles 
per hour uphill and down. The auto showed better 
pickup and pulling powers when the new fluid was 
used than when gasoline was put into the tank at 
the close of the test. No carbon was deposited in 
the cylinder heads or in the valves. 

Water is the basis of the composition, which con- 
tains no oils. The substance is a little darker in 
color and no thicker than gasoline. 


750,000,000 Barrels of Petro- 
leum on Public Lands 


ECRETARY LANE of the Department of the In- 

terior has submitted to the Senate Committee on 

Public Lands the following information in regard 
to the area of public lands in public ownership: 

The Government has under withdrawal some 
5,500,000 acres of land, public and private. It is 
believed the public land amounts to approximately 
3,000,000 acres, the largest areas believed to be oil 
bearing lying in Utah, Wyoming, California and 
Montana. There are smaller acreages in Arizona, 
Colorado, North Dakota and Louisiana, although it 
is believed that gas may be expected only from the 
withdrawn land in North Dakota. 

Of the petroleum reserves, two areas deserve spe- 
cial mention—the Naval Petroleum Reserve No. 1, 
embracing 38,000 acres in the Elk Hills of Cali- 
fornia,-and Naval Petroleum Reserve No. 3, of 9481 
acres, covering the Teapot dome in Wyoming. Con- 
servative estimates for the petroleum content of 
the public lands in the various States are submit- 
ted, showing an aggregate of 750,000,000 barrels. 


$3,980,000,000 War Exports 
to Europe 


ASHINGTON.—Exports from the United 
States to Europe for the first twenty months 
of the war reached a total value of $3,980,000,000, 
according to the Bureau of Foreign and Domestic 
Commerce. 
Imports in the same period amounted to $980,- 
000,000. During ordinary times exports to Europe 
exceed the imports about two to one. 


71 








A Million a Month 





Miller Lock Company Hangs High World’s Record for 
Number of Locks Manufactured in Thirty Days 


MILLION a month is a might big proposi- 
tion, regardless of what you’re talking 
about, and to make a million locks in 30 
days is a record-breaking achievement. In the 
month of June the Miller Lock Company of Phila- 
delphia, Pa., manufactured, complete 1,013,000 
locks. At the close of the day’s work, Friday, June 
30, the 600 employees of the Miller Lock Company 
assembled in their new dining hall to celebrate this 
remarkable achievement. President E. S. Jackson 
addressed them briefly, expressing to the employees 
his sincere appreciation of the co-operation that 
had made it possible. Mr. Miller read to the em- 
ployees this telegram, which was sent to every 
wholesale distributor of Miller locks in the United 
States and Canada: 
“June 30, 1916. 
“To-day we complete our millionth lock for month of 
June, establishing a record in lock-making, and to- 
morrow we put into operation a new factory, doubling 
our capacity. Thus we are bending every effort to make 
good to our distributors and deeply appreciate your 
co-operation. MILLER Lock Co.” 


Rev. John Swindell, pastor of the Methodist Epis- 
copal Church of Frankfort, where the Miller fac- 
tory is located, then spoke briefly to the workmen. 
Rev. Swindell is over 70 years of age, but he goes 
full steam ahead, and is very popular in the town. 
Among other things, he said: “My wife and I ex- 
pect to go to heaven by and by, but we’re going to 
get there late. We want to live.” He spoke fur- 
ther on the value of concentration, and closed his 
remarks with a tribute to industry. Rev. Swindell 
holds church every Sunday morning in the big as- 
sembly room of the Miller Lock Company factory. 


Many Employees Participate in Profits of Company 


The next speaker was Mr. A. C. Jackson, general 
superintendent of the Miller Lock Company. He 
read the honor roll, which includes all employees 
who have been working for the company for one 
year or more. Many of the employees have been 
with this concern for over 40 years, and they par- 
ticipate in the profits of the business on a basis with 
the stockholders. 

John Armstrong, editor of Philadelphia-Made 
Hardware, then gave the factory people an idea of 
how their accomplishment looked to one on the out- 
side. He said that business such as theirs looked 
to him to be made up of four great essentials—im- 
agination, efficiency, responsibility and sentiment. 

Roy F. Soule, editor of HARDWARE AGE, then 
spoke on the accomplishment of the million lock. 
Editor Soule told the employees where the goods 
they make go after they leave the factory, and ex- 
plained how interdependent the manufacturers and 
distributors are on one another. He closed his re- 


marks with a tribute to the new brand of million- . 


aires self-made in Frankfort. 


Extra Pay and Holiday for Employees and New Factory 
Buildings 

The meeting closed with an announcement by 

President Jackson that the company desired to 

show its appreciation of the million mark by giving 

every employee one and a half day’s extra pay, and 
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a holiday on Monday, July 3. While the great ma- 
jority of the employees take a rest over the Fourth 
of July period, others will be busy moving ma- 
chinery into the new Miller Lock Company’s plant 
just completed. For some time past this company 
has occupied factory buildings with a floor space of 
two and a half acres. The million record was made 
in the old plant. The new buildings just completed 
contain an additional two and a half acres of floor 
space, and are substantially equipped for the manu- 
facture of the various locking devices made by this 
firm. Few people have any idea of what it means 
to make a million locks. First it means over 85,- 
000,000 mechanical operations; it means over 4600 
locks an hour and over 392,400 operations per hour; 
it means 76 locks a minute, and nearly 65,000 opera- 
tions a minute; it means one lock with 85 opera- 
tions every second. A path from Philadelphia to 
San Francisco could be marked by a padlock every 
16 feet with the locks made in this factory in June. 
Placing all these locks side by side, they would make 
a solid row of locks 32 miles long. Placing them 
end to end they would reach 47 miles, and piling 
them one on top of another would make a pile of 
locks eight miles in height. The best previous rec- 
ord ever made in this factory was in May, when 
942,838 locks were manufactured. The Miller Lock 
Company is one of the most efficiently managed 
plants in America, and those who made the million 
mark may well be proud of their accomplishment. 


R.H. Treman Named Acting 
Head of New York Reserve 
Bank 


Official announcement has been made of the ap- 
pointment of Robert H. Treman, Ithaca, N. Y., as 
deputy governor of the New York Branch of the 
Federal Reserve Bank. 

The appointment is one of distinction, as the ill- 
ness of Mr. Benjamin Strong, governor of the 
branch, places Mr. Tre- 
man in direct charge of 
an institution whose de- 
posits amount to $250,- 
000,000 and whose capi- 
talization is $20,000,000. 

Banking duties are not 
foreign to Mr. Treman, 
who is at the present 
time president of the 
Tompkins County Na- 
tional Bank and a di- 
rector of the Board of 
Commerce. He was form- 
erly president of the 
New York State Bank- 
ers’ Association, and has 
been a member of the Federal Reserve Board since 
its organization, about a year and a half ago. 

Mr. Treman is president of the firm of Treman. 
King & Co., one of the leading hardware concerns 
of Ithaca, and is prominent in hardware circles of 
New York State. 


R. H. Treman 
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Putting “Pep” Into Alarm 


the Retailer 


Clock Publicity—Featuring 


Household Specialties in a Group—Canadian Ad 
. a Model of Detailed Presentation 


By BURT J. PARIS 


Good Fence Talk 


No. 1 (3 cols. x 5 in.). This ad was sent us by 
the Strathern Hardware Company, Turtle Creek, 
Pa. It is purely a descriptive ad on fencing and it 
has been well worked out. Three different fences 
are featured, or, rather, two fences and a netting. 
The ad is laid out so as to properly separate these 
items and the prices make the appeal complete. Not 
much text is used but the salient points of each 
product are brought to the reader’s attention. The 
illustration that has been used is a poor one for 
newspaper work. Being a fine-screen halftone, it 
has filled up with ink and it is rather difficult to 
distinguish the character of the scene. A plain- 
line drawing would have been better. 


Focusing Attention on Household Specialties 


No. 2 (2 cols. x 20 in.). We don’t realize how 
many automobiles there are running around con- 
suming gas until the traffic intersection becomes 
congested for a few moments. Likewise, the house- 
wife doesn’t realize how many real household helps 
she can find in the hardware store until the pub- 








etc. 


6 inch s 
galvanize 





Euewemy Fence 


Special low priced galvanized fence suitable 
where a temporary or light fence of high 
quality is required—6 inch stay wires, No. 11 
top and bottom wires. 

26 Inch high, 2c per runuing foct-—-quentiins 28c. per rod 
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American Poultry and 
Garden Fence 


Suitable for use around poult 
Especial attention is called to the close spacing of 
bottom wires, the heavy top and bottom wires, and the 
ne between the stay wires. Heavily 


Special Prices Good Until April 22nd. 


35c in. American Poultry Fence, 10c per yard. $4 per 10 red roll 
38 in. American Poultry Fence, 12¢ per yard. $4.50 per 10 rod roll 
58 in. American Poultry Fence, 15c per pard. $5.00 per 10 rodroll 





STRATHERN HARDWARE Co. 
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licity man brings them out before her gaze in the 
newspaper, as Joseph Mattes & Son have done here 
in this ad. Every housewife of Odebolt, Iowa, who 
glances over this ad will perceive that not only are 
there a legion of aids to housekeeping to be found 
in the hardware store, but new devices of particular 
merit are being stocked constantly. For instance, 
this ad brings to her attention the new glass cook- 
ing ware. We certainly advise the grouping ef 
household specialties every now and then and when 
it comes to working out such an ad, you won’t go 
wrong if you take this Mattes ad for a model. Here 
each article is illustrated and described and it is 
easy for the housewife to take in the whole ad at 
a glance and settle on the items in which she may be 
interested. The heading and orening talk are espe- 
cially good, though another time we would make the 
opening talk throw even greater emphasis on the 
household helps. Specifically, we mean making the 
talk tie up with the items featured more directly. 
Such a talk might begin thus: “Here are real as- 
sistants to the housewife—the pick of the newest 
devices for conservation of time and labor.” This 













yards, gardens, orchards 


Poultry Netting 


Gilbert and Bennett’s highest grade Poultry 
Netting, galvanized after weaving. The kind 
that lasts. Special prices on 50 ft. rolls. 


1 Joot high 2-inch Mesh..................... 40c per roll 





1} feet high 2-inch Mesh.. 60c per roll 
2 feet high 2-inch Mesh..... .. 80c per roll 
23 feet high 2-inch Mesh... .$1.00 per roll 
3 feet high 2-inch Mesh.... ..$1.20 per roll 
4 feet high 2.-nch Mesh................. $1.60 per roll 
5 feet high 2-inch Mesh................. $2.00 per roil 
6 feet high 2-inch Mesh................. $2.40 per roll 
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TURTLE CREEK, PA. 





No. 1—Fencing well presented 
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ad is most carefully laid out as is demonstrated by 
its easy reading qualities. One thing is lacking, 
however, and that is price. We have looked sharp, 
but no prices are to be found anywhere. Prices in 
this ad would have added tremendously to its effec- 
tiveness. 


Give the Alarm Clocks a Chance 


No. 3 (2 cols. x 8% in.). Mr. Harold T. Nock 
of Nock & Kirby, Sydney, Australia, sends us this 
ad with the comment that it proved very successful 
in making inroads on a stock of alarm clocks. Give 
your alarm clocks a chance and they’ll ring the cash 
register bell as well as their own individual bells. 
Here the alarm clock has 17 in. of newspaper space 
all to itself and as a result there is lots of selling snap 
in the ad. Read the heading and opening talk and see 
for yourself how interestingly you can present the 
alarm clock. Then note how Mr. Nock has cashed 
in on his introduction by featuring four different 
models at varying prices. Note, too, the descriptive 
text in each clock panel—no “dry-as-dust” talk here. 
Alarm clocks are steady, little money-makers, but 
we repeat, you must give them a share of your pub- 
licity, for they will not walk off the counter by 
themselves. 


Attractive and Interesting 


No. 4 (6 cols. x 14% in.). This ad comes to us 
from Ashdown’s, Winnipeg, Can. It is a practical 
demonstration of the wealth of shopping news rep- 
resented in the modern hardware stock. Very few 
other retail lines of trade offer the opportunity to 
produce an ad of this type—interesting to every- 
one—men and women. The point here is that Ash- 





‘WAKE UP! 
IT’S TIME 
CEASED. 


TURN OUT! 
YOUR SLUMBER 





it's my Alarm Clock ringing, and that is 
what it seems to say——! 

{it’s a faithful sentinel—one that never falis 
to rouse me when the “‘sleep-in'’ danger 
threatens 





Buy one for yourself! Here is a list of some 
grand “Sleep Meters’ trusty bedside 
watchers worthy of any sleepy fellow’s con- 
fidence and coin, at 


NOGK AND KIRBY’S 
NOTED LOW PRICES. 


“ PIRATE” ALARM. 


And a remarkably od timepiece at 
the price, uate the we oi “Ansonia” 
Clock Company of Am 

Nicely nfeket- plated, clearly po 




















“TURNOUT” ALARM. 
3/11 


eed to say it’s low-priced, is 

there? Rather rong us tell its good 
character as un 

t's a splendid “Waterbury” time- 


keeper; large, clear dial in on the dial, accurate in time and effi. 
~_ee plated case; and is gifted with cient “in alarm—everybody votes it a 
r, penetrating “voice” tha rattling good clock, 


travele right into dreamland. 
PRICE, 3/11. 


PRICE, 4/9, 
Carriage Extra. 


“CLATTER " ALARM. 





Carriage Extra. 





“ TROLLEY " ALARM. 7 / 6 
7/- This is the party who wakes US up 
every morning—a friend we can con- 


scientiously commend. 
Another Ansonia Alarm—a wake-me- A handsome sentry over slumber, 
> from the U.S.A. that sounds an 

arm, clear and long sustained, caicu- 
sleep out of any- 


thing bar th ie 
. ote i Mayo ve et do the sound and silence trick alter. 


Br. i rn at aw ate pleasant face nately. 
lable in a’ ights—and lives in a 
tt: ick: And, mind you, each intermittent 
pretty nickel-plated house. call is shat as long as any ordinary 
" clock’s cal 
PRICE, 7/-. PRICE, 7/6. 


Carriage Extra. Carriage Extra. 


NOCK & KIRBY, LTD. 


“The Home of Noted Low Prices for General Hardware and Drapery.” 


188, 190, 192, 194, 194a GEORGE STREET 
(near Circular Quay), SYDNEY. 

















No. 3—Alarm clocks are ringing loud in this ad 











eccceseoooooooes “OUR AIM IS SERVICE” eoeoooooooooooos 


Household 
Specialties 


In our large stock of hardware, tinware, enameled ware, galvanized 

ware, nickel plated ware, glass cooking ware, stoves and washing 

machines, you will find many articles that are not only useful but are 

almost indispensible in every household. In. our advertisement this 

week we are showing an assortment of household necessities that 

should appeal to every housewife: Everything listed below stands 
d to be as 





ae quality and is 


“ROCHESTER” 
NICKEL WARE 





We carry the well known line of 
Royal-Rochester Nickel Plated 
Ware. Our stock comprises the 
latest designs in nickel plated 
tea kettles, tea pots, coffee 
pots, percolatora and similer 
goods of this kind. Ask us 
about the series “C” Rochester 
percolatora and coffee pots. 





“PYREX” GLASS 
COOKING WARE 





This is the glass cooking ware 
you have seen advertisea in the 
Ladies’ Home Journal and other 
periodicals. You can now bake 
bread, cakes, pies and cook in 
glass dishes. They are easy to 
wash. You can see through 
these dishes and you always 
know how your foods are cook- 
ing or baking. 





“ROCHESTER” 
WASH BOILERS 





These boilers are made of high- 
ly polished heavy copper, fitted 
with hook handles, both on 
boiler and cover. Every Roches- 
ter boiler has a soap shaver. 
For anyone wanting a low 
priced boiler we can furnish a 
galvanized or tin boiler with 
copper bottom. 





“MOTOR” WASHERS 


The Motor Washer is very 
simply constructed, runs easy 
and washes clean. If you need 
u washing machine see this one 
before buying. Every machine 
is fully guaranteed. 





——e «QUALITY IS OUR SLOGAN eee 


“SALUCCO” ALUMI- 
NUM WARB_ 





We have a large assortment of 
the “Salucco” brand aluminum 
ware. If you want an alumi- 
num rice boiler, tea kettle, tea 
pot, coffee pot, percolator, stew 
kettle, pie tina, cake pan, or any 
other aluminum specialty, you 
will find it at our store. Every 
piece of this aluminum ware is 
guaranteed for 20 years. 





“ROCHESTER” CASSEROLES 





Our assortinent of casseroles is 
always large. We carcy the 
Royal-Rochester. and National 
brands. Casseroles are very 
serviceable. Food can be 
cooked or baked in these buking 
dishes and then put onto the 
table and served hot, Each cas- 
serole consists of a baking dish 
with a cover to match and a 
highly nickled plated stand. We 
can furnish casseroles in either 
the round or oblong patterns. 





“ENTERPRISE” SAD IRONS 


With the cold handle that is 
included in every set of these 
sad irons you take no chance of 
burning your hands. Every set 
consists of three nickle plated 
irons, a tinned stand and a cold 
handle. We also carry the 
Dover asbestos lined sad irons 
and the old style irons of dif- 
ferent sizes. 





“LOVELL” WRINGERS 





Lovell Wringers are fitted with 
soft, pliable rubber rolls. We 
have all sized of wood or steel 
frames, with or without ball 
bearings. Every wringer car- 
ries a one, three or five year 





What You Buy We Stand By 


Joseph Mattes & Son 


guarantee. 











The Home of Reliable Hardware and Implements 





a ad We 


No, 2—Where grouping is a great aid to selling 





Hardware Age 




















UMI 


July 6, 1916 


down’s have perceived this opportunity and have 
utilized it to the utmost. All Ashdown advertising 
is news advertising. In other words, Ashdown’s 
believe there is a story behind every product and 
they proceed to tell it. The ad is very attrac- 
tively laid out: the main head identifies the ad at 
a glance and the smaller sub-heads enable the reader 
to quickly pick out items that interest him. We 
suggest a slight improvement: place rules around 
the four central items so as to form panels bal- 
ancing with the present panels. 


Where the Illustrations Help 


No. 5 (3 cols. x 6 in.). Milt Benson, Saranac, 
Mich., sent us this ad which is an announcement of 
a special sale. Mr. Benson has given a new interest 
to the ordinary special sale ad by the use of the 
clever illustrations. The whole ad is livened up by 
the use of these cuts. On all the items featured 
here former prices should have been quoted so as 
to give the reader a basis of comparison 








Crooks Garden Hoe 
Stove Polishing Mit 









4 pint can Cherry color.... 
1 pinot cae Cherry color . 
1 quart can Cherry color... 


MILT BENSON. ‘Saranac, Michigan 


I AM GOING TO BENSON'S 


Special Sale 
on SATURDAY, MAY 27th 
TO SAVE 





10 inch Gray Enameled T Kettle, regular price 60c ..... a 
3 quart Gray Eoamelea Coffve Pots, wane Price 50c, Setarday’s 's ‘peice -22¢ 
3 tine Stanford Hay Forks 29c¢ 


i Weeder...........- eerreTrreerrererereret | 
th dauber...... 


7c 
Mounted steel frame Grind Stone with Ball Bearings, for anriye soldfor | $5. 00, ‘$2.73 
50c Polarine Cylinder Oil 40c or 3 gallons for ..... P seoes -- $1.00 


LACQUERE T 
FOR CHAIRS AND FURNITURE 








No. 5—The cuts are good 














Your Kitchen---White Enamel It 


With housecleaning in full 
swing and every room in the 
home being scrubbed, cleaned, 





polished or painted—the kit- 
chen, are you neglecting it? 
Better do it in White Enamel, 
there ix no finish more desir 


Steel Rakes at 30c 





abl it can be. washed and For raking up about the 
serubbed, and ‘is easily kept lawn or garden, a specially 
clean. And as all a well made rake, malleable 
keepers have more or less pride steel with. 12 teeth and a 


in .keeping the. kitchen the cleanest room in the house, 


Furniture Polish, 15c 


Polishing Oil 
marked at l5e, with no 
phone or C.0.D. orders, 
please, the quantity is lim- 
ited to 6 dozen bottles 
Lemon Oii cleans, polishes 
and renews all seratehed or 


marred furniture 1 5 
c 


Reg. 25e. Special, 


Lemon 








make everything, walls, tables, sink and chair spotless long clean handle. This 
white. Get one of these tins and try it ou the sink or is regulat 40¢ value, with 
table. You will be delighted with the result. 100 regu just 6 dozen on 

lar 25¢ tins on sale. No Phone or C.O.D. orders. 1 5 sale adduced Oc 
Special ...ccccecsccscces Cc 











Finish the Walls With Alabastine 


Tt’s a beautiful sanitary wall 
tinish and there are many artistic 
volors to choose from. Those soft, 
velvety finishes which are so 


Floor Wax at 30c Ib. 


lmost half price on this 
much needed article; wax 
for hardwood floors. Best 


pleasing to the eye, are obtained | J qality, and gives an ideal 
by using Alabastine, it imakes inish to all floors Sells 
bright, eheerful rooms And regularly for 50¢ Ib No 


phone or C.0.D. orders on 
0 1-lb. tins 


special... BOC 


sanitary, too, as it hardens with 
age, like cement, and ean be rx 
coated several times without re- 


Wash Boiler at $1.00 


There are 25 only is this 
lot*and as the price is very 
low-it means early shop- 
ping. Heavy galvanized iron 
nsed throughout, with tin 
covers. Regula? No. 9 size, 
and is* good value at $1.35 


Special .00 


Price 








moving.  Alabastine mixes with 
cold water, is applied with an ord 














inary wall brush, and beautiful wall effeets can be had with 


it. Do the work yourself. no experience is required to finish 
walls with Alabastine. Do all your wall decorating with 
Alabastine. Get away from unsanitary wallpapers They 


cost you a Jot more and have nothing like the appearance of 
Alahbastine. With Alabastine vou get a tone, elegance aud 
brilliancy that is unequalled by any other wall finish 
won't fade. and it won't rub off. Come in and get an Ala- 
bastine tint book from us. There are many ideas ou deco 


ating that will assist you. 5-LB, PACKAGB 


Pay Nothing---Deposit Nothing 


Take one of thes 





handle, 





Auto- 
Strop Safety Razors home — 
try it for thirty days--pay us 


nothing, deposit nothing I 
you don't like wing it back 
If you decide to keep it, thet 


THE FAMOUS HOTPOINT IRON 






HOTPOINT — Cool 
attached stand. 














pay us $5.00 for it In this 





way you take nobody's word 
for the excellence, it either 
satisfies you or it does not. and 
we do not ask for a hasty 
judgment have a whole 


Furniture Dusters at 50c 


Clean-up of 20 only Fur- 
niture Dusters that ar 





< 





month to decide We are making this offer hecause we know - : 

that once given a fair trial you will decide that the Auto ular $1.25 value at this very 

Strop Safety Razor is the last word in razors. for excellent low price. Chemically treat 

shaving satisfaction. This is a splendid way to buy a razor ed it gathers and absorbs 

and you are taking no chances whatever No doubt vou | phe dust without spreading 
‘ ; it. © Handy size, aud will 


already have several razors, bought and paid for, that do uot 
satisfy you, but by this generous offer you pay nothing to find 
out whether the Auto Strop suits you or not We know 


jast for years 


ho 50c 


Ideal Cleanser at Less 


_ Better stock up at this 
§ al price. Sold regular- 
ly 3 tins for 25e, and Ideal 
Cleanser is unequalled for 
cleaning all kinds. Almost 
a necessity in the kitchen 


100 tins on sale 25¢ 


Special, 4 for 











what an excellent razog it is and want you to know also $5 


Several models to choose from, each 





O'Cedar Mops, 75c 


: 
Shock Absorbers Make Easy Riding} )} one o: these Mops will 
With a set of these ‘* Little Giant” Shock be a big help to you during 

house-cleaning ; it dusts. 


Absorbers on your Ford, driving on rough 


A - leans and polishes. Tr: 
roads will be just as comfortable as on a a eanag tage thera mee 


ular in shape for getting 


sinooth, paved street Saves the bumps into corners, and has a 
and saves the ear. also the springs, and special handle which makes 
makes all motoring a pleasure They are dusting unde beds easy 


inexpensive, but very satisfactory, and 
supply just enough silencing between the 


Special 


~¥ 75c 








car springs and the road wheels Very 


Samolene Cleaner, 20c 


Pint tins of this famous 
Cleanser, it polishes and 
cleans brass, nickel, silver, 
glassware, etc. For painted 
surfaces it is splendid as it 
removes dirt and grease, 
and gives a new, bright 
lustre. Regular 30¢. No 
phone or C.0.D. 
orders. Special Cc 











simple in construction, consisting of a 
metal housing enclosing an oil tempered 
spring The materials used are the best, as is the work 
manship. Finished in bard rubber baked japan. Better 
have your Ford fitted with @ set, the cost is trifling in 


comparison to the comfort derived — 1 doa ‘$3 
* 


Special, set of four 





sets on sale 

















ASHDOWN S 


IF IT'S HARDWARE--GET IT AT ASHDOWN’S 


THE BIG BUSY HARDWARE 


THURSDAY SHOPPING NEWS---No Mail Order When 
Quantities Are Limited 





Washing Machines Priced at $6.95 


During elean-up and brighten- a 
up time why not have a Wash- e. 
ing Machine in your . home” #F 
Makes a big difference on wash 


Po 




















s 
“ 


day when you have the right 
machine Here is one with 
many desirable qualities. The 
first essential, of course, is ef- 


ficient Washing. There are many 
new features on this washe: 
which tend to do better and , 
cleaner washing. —_ very 
important feature is se 
with which the wachiue is ects d Here you have a high 
speed gear which develops the speed and makes running 
easy. This washer will do a full tub of clothes as easily 
Will not pst the Soest materials, and 


ce $6.95 
20c Tins of Kyanize FREE 


Cut out this advertisement aud 
bring it to us and we will give you 
a full size 20e ean of Kyanize, any 
ecolor—enough to do over a chair 
or border of a small room, if you 
purchase a suitable 10e brush for 
applying the Kyanize. After us- 





as a few pieces. 
is made strong and rigid: 
Special ‘ 











ing the Kyanize, if you are not 
perfectly delighted with the re- 
sults ng back the empty tin 





and we will refund the 10e you 
paid for the brush. Kyanize is a 
wonderful finish for 





furniture or anything made j 

of wood It is a stain and varnish com¥ftned, and gives a 
beautiful. sanitary and lasting finish. It is easily applied 
and dries quick and hard. You ean put it on with the most 
pleasing results and it requires no experience to make beau 
tiful finishes with Kyanize—it won't chip or turn white, and 
ean be kept clean by wiping with a damp cloth. Better get a 
free can and be convinced that it is a great fiuish for any 
woodwork. 14 Pint, 20c; 4 Pint, 35¢; 1 pint, 60¢; Quart, $2 


Valspar the Great Table Varnish 


Boiling hot water will 
not harm it—what would 
happen to the polished top 
of your diringroom table 
if a cup of hot coffee were 
spilled If it is finished 
with Valspar everything 
will be O.K., but if it is 
just an ordinary varnish 
the result will be disast- 
fous. Valspar is the one varnish that will stand that won- 
derful test of pouring boi'ing hot water on it. It is the var- 
nish that is washable, sanitary and clean; requires no oils or 
polishes to keep it clean. Always bright and brilliant. Val- 
spar is the ideal varnish for all tables, especially the dining, 
room table It will not seratch or mark from hard usage, 
and will not turn white. Do over the table with Valspar and 
have no further worry Costs a little more aud is worth it. 


Pint, 95e. Quart, $1.75. Ilalf gallon, $3.40. 


Your Garden--Have It Fenced 


Fencing the same as this 
illustration prieed very 








low for Thursday, it is 
worth regularly lic a 
yard. Suitable for gar- 


dens, making a splendid 
substantial fencing, very 
neat in appearance, and 
will last for years. It is 48 inches high and is made of 
heavy 9-gauge wire, galvanized, and is absolutely weather- 
roof. A fencing like this will make your property more 
valuable and if you have a garden will keep dogs from 
destroyipg the vegetables or plants. Closely woven an 
guaranteed to stand the severe cold of winter and the heat 
of summer. 500 yards on sale. Kegular loo 1 1 
Special . - : c 





























No. 


4—Tells an interesting hardware story 

















Trade Conditions and Iron, Steel and Hardware Prices 





The possibility of war with Mexico has 
speeded up European buyers, and demands 
which had begun to show a trifle of a let 
up now show exactly the reverse. There 
are many inquiries for war materials, 
and with the mills. still crowded, the 
purchasing is not a matter of price but 
of deliveries. 

In the hardware trade conditions could 
not be more satisfactory than they are now. 
Jobbers and retailers report trade very ac- 
tive, and new demand for all kinds of goods 





MARKET SUMMARY FOR THE BUSY READER 


being active, and the amount of business 
done by nearly all hardware jobbers and re- 
tailers in the first half of 1916 was much 
larger than in any previous half year. Prices 
are holding very firm, but are now showing 
much tendency to advance. Goods are mov- 
ing out very promptly and shipping forces 
at many of the jobbing houses have been en- 
larged to meet the extra demand for goods. 
Collections are reported good, reports being 
that bills are paid more promptly than for 
a very long time. 








PITTSBU 


Office of HARDWARE AGE, 
Pittsburgh, July 3, 1916. 


THE war cloud which was hanging over between 
the United States and Mexico, but which happily 
is gradually dispelling, is responsible for, and is creat- 
ing, a much stronger feeling in the steel market. The 
chances favor the buying in large quantities and at an 
early date by the Government of various kinds of steel 
products, and particularly war munitions, so that the 
general steel trade believes that should this country be 
plunged into war with Mexico, it would very greatly 
help the steel situation instead of adversely affecting it. 
As all readers of HARDWARE AGE know, the United 
States for nearly two years has been furnishing large 
quantities of munitions and nearly all kinds of steel 
products from locomotives and steel rails to barb wire 
and other materials to the Allies. In case of war with 
Mexico, it is probably that very much of the war ma- 
terials and regular steel products that are now going 
to the Allies would be diverted for use by this country. 
It is likely, too, that machine guns would be made and 
bought in large quantities, and the demands on plants 
that make shell steel, rifles and other war munitions 
would be enormously heavy. The commission on the 
naval program at Washington has crowded its pro- 
posed work in the building of battleships and other 
cruisers into three years instead of five, and it is ex- 
pected that in 1917 the United States Government will 
use from 175,000 to 200,000 tons of steel plates, armor 
plate and other material in the building of battleships. 
The possibility of war between the United States and 
Mexico has stirred up buyers for the Allies, and they 
are crowding into this country heavy inquiries for 
Bessemer pig iron, steel billets, shell steel and other 
materials, and in nearly all cases are insisting, where 
orders are placed, quick deliveries be made. There is 
no doubt but that the enormously heavy export demand 
is having the effect of maintaining prices in domestic 
markets, and this is becoming more apparent right 
along. 

Domestic trade in iron and steel products is only 
fairly active as regards new inquiry, but conditions are 
the same now as they have been over many months of 
the wonderful prosperity. This situation is that the 
mills have their output sold up ior four to six months 
ahead, buyers are covered for the same period and 
have sent specifications to the mills for the products 
they need and the mills are making a larger output 
than ever before, and shipping it as fast as made. 
There has been some easing off in premium prices on 
finished steel products, notably steel plates and mer- 
chant steel bars. One leading maker is offering steel 
bars for fairly prompt delivery at 2.50c. at mill, and a 
fairly large mill is offering plates for delivery in four 
to six weeks at 8c. to 3.50c. at mill. 


An item of interest’ 


is that the cotton tie market was opened last week at 
a price of $1.35 per bundle of 45 lb. The price last 
year was 85c., showing an advance of 50c. per 
bundle this year. The cotton tie business is estimated 
for 1916 as 14,000,000 bundles. Two large ore boats 
have lately been placed with the American Shipbuild- 
ing Company for delivery next year, and these will take 
about 10,000 tons of plates each. 

On some lines of finished products, notably wire and 
wire nails, sheets, pipe and other finished goods, there 
is the usual summer dullness in demand, the trade 
being covered for some time ahead and specifying 
freely against contracts. There is no uneasiness as to 
the last half of the year, the belief being the mills will 
operate to a full 100 per cent of capacity and that 
prices will be fairly well sustained. In fact, a brisk 
buying movement is looked for about September by 
consumers who have not entirely covered their needs 
for last half. 

In the hardware trade conditions could not be more 
satisfactory than they are now. Jobbers and retailers 
report trade very active and new demand for all kinds 
of goods being active, and the amount of business done 
by nearly all hardware jobbers and retailers in the first 
half of 1916 was much larger than in any previous half 
year. Prices are holding very firm, but are not show- 
ing much tendency to advance. Goods are moving out 
very promptly and shipping forces at many of the 
jobbing houses have been enlarged to meet the extra 
demand for goods. Collections are reported good, re- 
ports being that bills are paid more promptly than for 
a very long time. 


WirE Naits.—Mills report the new demand for wire 
nails as only fairly active, this being due to the summer 
season, when demand is usually quiet, and also because 
of the fact that jobbers and retailers are pretty well 
bought up over the next three or four months and are 
taking out nails promptly. It was anticipated that an 
advance in wire nails would be made about July 1, but 
as yet there has been no official word of this. The 
regular price is $2.50 base per keg, but sales have 
been made at $2.60, and in a few cases $2.70 for de- 
livery in last quarter. We quote: 

Wire nails in large lots to jobbers, $2.50 to $2.60 base; in 
carload lots to retailers, $2.65 base; less than carload lots, 
$2.75 to $2.80; galvanized nails, 1 in. and larger, $2 extra; 
shorter than 1 in., $2.50 extra. 

Cut Naits.—The new demand is fairly active, but 
most consumers are covered for three or four months 
ahead and are specifying freely against their orders. 
Prices are firm and may possibly be advanced in the 
near future, especially if wire nails should go up. 

We quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers: carloads to retailers, $2.65 to 


$2.70, f.0.b. Pittsburgh, terms 60 days net, or 2 per cent off 
for cash in 10 days, freight added to point of delivery. 
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BARB WIRE.—Official reports are that practically all 
of the 300,000 tons of barb wire wanted by Russia have 
been placed, about half of the order going to the Steel 
Corporation mills and the other half to independent 
wire mills. The domestic demand for barb wire is 
quiet, consumers being covered for several months 
ahead, and in addition the high prices ruling have cut 
down consumption of barb wire by farmers and other 
users very materially. An advance in prices, to be 
effective from July 1 or shortly after, is expected. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.45; gal- 
vanized barb wire fence staples, $3.35; painted barb wire, 
$2.65 ; polished fence staples, $2.65; cement coated nails, 
$2.30 base, all f.0.b. Pittsburgh, with freight added to point 
of delivery, terms 60 days, net, less 2 per cent off for cash in 
10 days. 

FENCE WIRE.—The new demand is fairly heavy from 
fabricators, but from farmers who usually buy large 
quantities of woven wire fencing it is quiet, due to the 
high prices ruling. 

Discounts on woven wire fencing are quoted at 61% per 


cent off list for carload lots; 60% per cent for 1000-rod lots, 
and 59% per cent for small lots, f.0.b. Pittsburgh. 


TIN PLATE.—Some consumers find they will have to 
buy tin plate again for delivery in last quarter, and 
there is a fair amount of new domestic inquiry for that 
delivery. Export demand is also heavy and tin plate 
mills say they have no trouble in getting $6.25 and up 
to $6.50 on export orders. From the domestic trade 
for shipment from stock $5.75 for wasters and $6 for 
primes are readily obtainable. 


We quote tin plate from stock at $5.75 to $6 per base box, 
prices depending on sizes, quantity and deliveries wanted. 
We quote 8-lb. coated ternes at $7.75 for 200 lb. and $8 to 
$8.25 for 214-lb., all f.0.b. maker’s mill, Pittsburgh. 


IRON AND STEEL BARS.—Quite a heavy tonnage of 
steel bars has been placed by implement makers on 
contracts for delivery in first half of 1917, these being 
placed on the basis of 2.50c. at mill. Some implement 
makers are holding off placing contracts, stating the 
price is entirely too high and that, if they must pay 
2.50c. for steel bars, they would have to obtain an ad- 
vance in farming implements of 30 to 40 per cent. One 
leading maker is offering Bessemer steel bars for fairly 
prompt shipment at 2.50c. at mill. The demand for 
iron bars is fairly active and prices are firm. 


We quote steel bars at 2.50 to 2.75 for delivery in third 
and fourth quarters, and 3 to 3.25 for delivery in four to six 
weeks. Prices from warehouse in small lots for prompt 
shipment are 3.50 and higher. We quote refined iron bars at 
2.50 to 2.60 and railroad test bars, 2.60 to 2.70 in carloads, 
all f.o.b. mill, Pittsburgh. 


NUTS AND BoLTs.—Domestic demand is quiet, as con- 
sumers are pretty well covered for remainder of the 
year, but export inquiry is heavy and prices are very 
firm. Discounts in effect from May 19, which the 
makers state are for prompt acceptance only, are as 
follows, delivered in lots of 300 lb. or more where the 
actual freight rate does not exceed 20c. per 100 lb., 
terms 30 days net, or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 50 and 10 per cent; 
small, cut thread, 50 per cent; large, 40 per cent. 

Machine bolts, h. p., nuts, small, rolled thread, 50 and 
10 and 5 per cent; small, cut thread, 50 and 5 per cent; 
large, 40 and 10 per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 and 10 and 
5 per cent; large, 35 and 5 per cent. Blank bolts, 40 and 10 
per cent; bolt ends with h. p. nuts, 40 and 10 per cent; bolt 
ends with c. p. nuts, 35 and 5 per cent. Rough stud bolts. 
15 per cent. Lag screws (cone or gimlet point), 50 and 10 
per cent. 

Forged set screws and tap bolts, 10 per cent. Cut and 
round point set screws, case hardened, 60 per cent. Square 
and hexagon head cap screws, 55. Flat button, round or 
fillister head cap screws, 30 per cent. 

Nuts, h. p. sq., tapped or blank, $2.90 off list; hex, $2.90 
off; c. p. c. and t. sq. tapped or blank, $2.60 off; hex, $3 off; 
semi-finished hex., 60 and 10 per cent ; finished and case- 
hardened, 60 and 10. 

Rivets, 7/16 in. in diameter and smaller, 45, 10 and 10 per 
cent. 


SHEETS.—There is very little new demand for sheets, 
the consuming trade being covered for practically re- 
mainder of this year. The continued decline in prices 
of spelter has caused an easing off in galvanized sheets, 
which are reported to have sold as low as 4.50c. at mill. 
Makers’ prices for mill shipments on sheets, of U. S. 
standard gage, in carload and larger lots, are as fol- 
lows, 30 days net, or 2 per cent discount in 1) days: 
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Blue Annealed Sheets Cents per lb. 


3.00 to 3.25 
eT PPE awed ed ite hawcued comes 3.05 to 3.30 
PC fed ceded an tice wet ekeckwans 3.10 to 3.35 
Pp SEMPER ceceecnceudecveenweeked 3.20 to 3.45 
Cold Rolled 


Box Annealed Sheets, 
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Galvanized Sheets of Black Sheet Gage 
is Ee Gs wank cee weaeaw ith ee eee mes 3.60 
ey errr rer ee eee ee 3.70 
Nos. 
Nos. 
Nos. 
Nos. 22 and 24 
Ch i a 66 Gncanenh ee denaaaxre hoes 
PCE ccneh eh eee ka ee ck keen cen eeeee 4.45 
No. 28 
No. 29 
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WroucHtT Pipe.—It is stated that Youngstown, Ohio, 
mills have recently closed for 50 miles of 8-in. line pipe 
for the Oklahoma oil fields, amounting to about 15,000 
tons. The new demand for merchant pipe in June was 
not as heavy as in May, but the mills are filled up on 
lap weld sizes over the next four or five months, but 
on butt weld sizes can make deliveries in from two to 
four weeks. Discounts on iron and steel pipe and also 
on boiler tubes are reported firmly held. The following 
are the jobbers’ carload discounts on the Pittsburgh 
basing card in effect from April 21, 1916, on black and 
galvanized steel and iron pipe, all ‘full weight: 


Butt Weld 
eel 
Black Galv. 
. 63 3 


2, ap 
2% to 6, lap. 
ap 
2% to 4, lap.... 
Butt Weld, extra etrene, plain ends 
ihe % and %. 


Lap Weld, extra strong, plain ends 


Butt Weld, double extra strong, plain ends 


2% to 4 

3014 4% to 6 

To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. L 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BorteR TuBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, on lap- 
welded steel tubes and standard charcoal-iron tubes, 
effective from April 15, 1916, are as follows: 


ne Welded Steel 1b Charcoal Tron, 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 
net extra. 


2 in. and larger, over 22 ft., 


and not exceeding 22 ft., 10 per cent 


10 per cent net extra 





Hardware Age 


Office of HARDWARE AGE, 
New York, June 30, 1916. 


A REPRESENTATIVE jobber in this vicinity says 

his business is keeping up well, although buying 
is done on a conservative scale, and frequent moderate 
orders are given instead of those larger in volume at a 
time. That because of high prices merchants often 
wait until goods are actually out before renewing, then 
want them immediately and chafe at delays. 

Small garden tools have been selling well, and lawn 
mowers unusually.so because of the abundance of rain 
and better growth of grass. Flower bed guards, also, 
have been going well. The conditions which have helped 
mowers, grass hooks, sickles and similar implements 
have operated against rubber garden hose, which has 
been in less demand. In wire screen cloth a leading 
distributor says sales so far have not been a tenth of 
the ordinary out-turn, doubtless because of late cool 
weather, but some of this business may yet be done as 
we get into hotter weather. 

Among manufacturers of high-grade mechanics’ 
tools, which is a good barometer as to general employ- 
ment, we are told that while orders have tapered off 
some, they are not getting ahead much on back orders 
at the factories, while in certain instances they are as 
badly behind as they were three months ago. 


RoPe.—Conditions in the rope market are serious 
owing to the Mexican situation, and manufacturers, 
June 29, advanced sisal rope 1c. base per lb. New sup- 
plies of sisal fiber are practically unobtainable. In case 
of war with Mexico it is bound to affect sisal in several 
ways and sisal has become very necessary owing to its 
adaptability and use for binder twine. Binder twine 
has come to be indispensable for use in harvesting ma- 
chines, and without it it will be difficult, not to say 
impossible, to harvest the world’s crop of cereals. Of 
course Manila hemp could be used if there was enough 
of it, and is used now to some extent, but there is 
hardly sufficient Manila hemp grown to make all of the 
binder twine required if none was taken for rope. The 
annual sisal crop is about 1,100,000 bales, weighing 
approximately 450 lb. each. If the supply of sisal is cut 
off or deliveries long delayed the price of Manila fiber 
would go kiting, and no matter what the price there 
wouldn’t be enough available. Cotton, jute, istle and 
other fibers are useful in many ways for twine and 
cordage, but do not work satisfactorily in harvesting 
machinery as now made, while wire has been tried and 
discarded. When pieces of wire get into the stomachs 
of animals it usually kills them. Therefore, whatever 
serves to diminish or stop entirely the receipt of Mexi- 
can sisal will seriously affect rope, as well as other 
kinds of cordage and twine made from Manila or sisal 
hemp. 

Rope prices are as follows: 


Manila rope, 19c. per lb. for first grade, 18c. for second 


grade and 1l6c. base per Ib. for third grade. 

Sisal rope, first grade, is 138c. and second grade 121%c. base 
per Ib. 

LINSEED O1L.—Lack of demand and the natural desire 
to sell has caused a further reduction in the price of 
raw linseed oil of 1c. per gal. for city brands and still 
more for oil made by outside crushers. Another weak- 
ening factor is that buyers can contract for August 
delivery of seed from which to make oil at less than 
current prices, we are advised. Trade in this line is 
very dull in this territory, a leading cause being the 
long-continued wet, cold weather, painters’ strikes and 
high cost of many materials, which have interfered with 
building and painting. 

Linseed oil, raw, city brands, card rates, is offered at 66c. 
in lots of 5 or more bbl. and 67c. per gal. in less than 5 bbl. 
lots. Outside crushers are quoted as selling as low as 63 and 
64c. per gal., according to quantity and seller. 

WIRE NAILs.—Nail buying has slowed down in this 
market, just as it always does during the summer 
months. At present some features are developing which 


are expected to increase the demand for late July and 
August. Besides, if there is fighting in Mexico, there 
is bound to be a greater demand for nails and wire 
products. One recent government order for quick ship- 
ment was for 3000 kegs, largely 30d, a good many 20d, 
with some 16d and 60d. This is not a large order in 
itself, but is indicative of a larger demand if there is 
trouble south of the Rio Grande. 

Wire nails, in store, are $3.10 and delivered by jobbers 
$3.15 base per keg. 

Cut NaiLs.—There have been some emergency orders 
for these goods, which has meant turning down, for the 
time, all other orders. In export trade there have been 
a few orders, but shippers expect to clean up quite a 
number of back orders for foreign destinations. A 
scarcity of cut nails is predicted in some quarters. 

Cut nails, in store, are $3.10 and when delivered by job- 
bers within carting limits $3.15 base per keg. 

WINDOW GLAss.—There are no radical changes in 
window glass except that stocks are light and becoming 
more so. Business is slowing down, yet prices are firm 
generally. The demand, considering the time of the 
year, keeps up fairly well and is better now than at 
the comparable periods for the past two or three years. 
Manufacturers, it is asserted, have not half the sup- 
plies they carried a year ago at this time. There is 
quite some export business, a portion of which comes 
from Brazil and other South American points. One 
house which usually keeps in stock say 20,000 to 25,000 
boxes finds difficulty in executing orders close to size, 
owing to broken assortments. In one instance where 
three boxes 16 x 20 in. were wanted, 16 x 22 in. had to 
be taken, which means the equivalent of about three 
lights waste in each box, or 15 per cent. 

Window glass prices, with some exceptions, are un- 
changed, as follows: 

Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single, first three brackets, 90 and 10 per cent 
discount. In all of the remaining brackets A and B, single 
thick, are 88 per cent, A, double, 89 per cent, and B, double, 
90 per cent discount from jobbers’ lists. 

NAVAL SToRES.—Prices for naval stores are stronger 
in the South, which is lending support notwithstanding 
the activity in the crop movement. Turpentine is more 
strongly held and rosins are higher, although foreign 
demand is slow. 

Spot turpentine, in per gal. 


yard, is 42c. 


Rosins are stiffer for all qualities in harmony with 
the primary Southern market. 


in yard, 
lb. per bbl. is $5.65 and D grade $5.75 per bbl. 


Common to good strained, on the basis of 280 

BISSELL CARPET SWEEPERS.—The Bissell Carpet 
Sweeper Company, Grand Rapids, Mich., has just 
issued a re-revision of prices on carpet sweepers, ef- 
fective from July 1, attention being called to the fact 
that the new retail prices take effect July 1 on stock 
then in distributors’ hands, as well as on goods pur- 
chased at the advanced list. This is regarded as im- 
portant to maintain the same uniformity of price that 
has always prevailed on Bissell sweepers, and is of 
advantage to the distributor. 

The company’s officials say that twenty years ago 


‘prices were reduced, so that the advance now made is 


but putting prices back where they then were. 

There is an increase of $2 per doz. applying to the 
entire line of domestic size carpet sweepers, japan 
trimmed, and to the line of vacuum sweepers, except 
the “Household,” on which the list price is advanced 
$3 per doz. There is also an advance of $3 per doz. on 
all nickel-trimmed domestic size carpet sweepers. 

The company has fully protected customers by ad- 
vancing the retail price to consumers 25c. each on the 
high-grade Ball Bearing and “Cyco” carpet sweepers 
and 50c. on the “Household” vacuum sweeper. There 
has been no advance in the retail price on the “Superba” 
and “Grand Rapids” vacuum sweepers. 
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This was both unfortunate 


and unnecessary 


F a gust of wind slams the garage door, the door will strike 

the auto which is just entering or leaving and there is a crash. 

This means broken windows and lamps, bent mud guards, etc., 
—all of which is needless expense and trouble. 

These are the points that appeal to auto owners and that sell 
the Stanley Garage Door Holder for you. Stock it. It nets you 
a fine profit. Is a splendid product in wide demand and has behind 
it the reputation of a world famous company. 


The Stanley Garage Door Holder 
fastens the door open. It is made of 
wrought steel, is simple in construc- 
tion, is extra strong in design and 
material. There is nothing to get 
out of order. 


Every auto owner needs the Stanley 
Garage Door Holder for his garage, 
whether it is an old one or whether 
it is just being built. It saves time, 
annoyance, and useless expenditures 
for repairs to machine and doors. 


Write today for latest Catalog on Garage Hardware. This is a 
branch of your business that deserves your very careful attention. 


New Britain, 
New York: 100 Lafayette Street 


See our advertisement on ‘*Box Strapping’ 
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W GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Arcade Snip and Plier 


The Arcade Mfg. Company, Free- 
port, Ill., is now manufacturing a 
combination plier made of cast iron. 
It is polished and nickel plated 














Arcade cast iron tinners’ snip and com- 
bination plier 


and combines a plier wire cutter, 
wrench and screw driver. It has a 
slip bolt that permits of quick ad- 
justment. The extreme length of the 
tool is 6% in. It is made to retail 
at 10c. 

This company has also placed on 
the market recently a cast iron tin- 
ner’s snip that is said to be carefully 
made and attractively finished. The 
handles are finished in black enamel. 
The blades are polished. The ex- 
treme length of this snip is 10% in. 
It is made to retail at a low price. 


Conron Skates for 1916 


The Conron-McNeal Company, Ko- 
komo, Ind., has recently announced to 
the trade the 1916 models of Conron 
extension ice skates. A substantial 
leather back strap is now being placed 
on the ladies’ models, which are made 
in the same pattern as those for men 
and boys. They are adjustable for 
shoes of various sizes. 

To eliminate the expense and in- 
convenience in ordering repair parts, 














The 1916 models of Conron adjustable ice 
skates 


this company has prepared a special 
stock of repair parts for the Conron 
extension ice skates. This assortment 
is packed in an attractive box and 
contains complete repair parts for 


three pairs of each style of skate. 
There are forty-two skate clamps, 
nine clamp adjusting screws, six ad- 
justable support bolts, six adjustable 
support bolt nuts and twelve skate 
keys. The list price of this stock of 
repair parts is $1.50. 


Improved Bommer Hinges 


Bommer Bros., Brooklyn, N. Y., 
have recently announced to the trade 
a number of improved double action 
spring butt hinges. These have 
weight-supporting bearings, so sit- 
uated that both adjustable spring hold- 
ers are relieved of the weight of the 
door. This allows both coil springs 
to respond freely and evenly in the 
barrels of the hinge when the door 
is opened in either direction. It is 
said that this feature increases the 
durability of the springs. | 

The pintle, flange and washer are 
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The improved Bommer spring butt hinges 


interlocked. This is claimed to pre- 
vent the ball tips from working loose 
and to confine the wear of the bear- 
ings to steel washers that are easily 
replaceable. The construction elim- 
inates the unequal wear on the barrel 
end. 

The new improved Bommer double 
action spring butt hinges are made of 
wrought steel, bronze or brass in any 
finish. Steel bearings are used 
throughout. 


THE H. M. SANDERS COMPANY, Bos- 
ton, Mass., has been incorporated with 
capital stock of $75,000 to manufac- 
ture hardware and builders’ supplies. 
The directors are R. E. Cobb, presi- 
dent; Bertha E. Sanders, treasurer, 
and Arthur Southall. 


THE DEXTER METAL Mrc. COMPANY 
has taken over the interest, plant and 
good will of Merritt & Co., Camden, 
N. J., together with all their facilities 
for the manufacture of steel lockers, 
steel shelving, etc. A new depart- 
ment has also been installed and fully 
equipped for the manufacture of wire 
guards of all descriptions, ornamental 
brass and iron work. 
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Crown Pitter 


The Crown Pitter Company, 520 
Leader-News Building, Cleveland, © 
Ohio, manufactures the Crown pitter, 
which can be used for hulling straw- 


The Crown pitter in use 
berries, pitting cherries, seeding 
oranges, grapefruit, etc. . 

The Crown pitter is made entirely 
of metal, is light in weight and is 
shaped to fit the hand. It is claimed 
that with this device cherries can be 
stoned and left whole and firm. 
Strawberries can be hulled rapidly 
with it. Seeds can be removed from 
grapefruit, oranges and lemons with- 
out bruising the fruit in any way. This 
device is also especially valuable, it is 
claimed, for removing the eyes from 
pineapples. The manufacturer states 
also that the Crown pitter is an ex- 
cellent lobster fork. 

The price of the Crown pitter is 25c. | 


“Gilman” Vacuum Lunch 
Kit 

The Hampden Toy Company, West- 
field, Mass., manufactures the “Gil- 
man” vacuum lunch kit. This outfit 
has a metal insert, used as a food con- 
tainer and a 1-pt. vacuum bottle that 
will keep liquids either hot or cold. 

The kit itself is made of strong; 
black linen fiber marked in imitation 
of walrus leather. It is said to be 














The “Gilman” vacuum lunch kit 


very durable and is thoroughly water- 
proof inside and out. The metal in- 
sert is made of tin and can be easily 
removed for cleansing. The entire 
outfit is 10 in. long, 4 in. wide and 7 
in. deep. 
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fo | The Right Article in 
Door Hanger Track 





Door hanger track has a very im- 
portant duty to perform. 





It must be strong enough to carry 
its load, so designed that the hangers 
operate easily, smoothly and with the 
least friction, weather-proof, bird- 
proof and trouble-proof. 


Richards Wilcox 


(No. 31 Type) 


TROLLEY TRACK 


From a mechanical standpoint, the perfect 

design for door hanger track is the box-shaped 

. trolley track. As R-W designed and con- 

structed, it has all the above requirements and 

has proven by long use and years of experi- 

ence to be the right article in door hanger 
track. 
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How many feet of this track do you need? 


Write us at once. 


OwNs © oft ort ft 
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ST.LOUIS eS MANUFACTURING Co. = — 
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SAN FRANCISCO, Richards - Wilcox Canadian Co., London, Ontario 
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‘‘Wheel Brand’ Shears and 
Scissors 


The Conway Shear Co., Joseph and 
Shelton Sts., Bridgeport, Conn., is 
manufacturing “Wheel Brand” shears 
and scissors. These are said to be 
made of fine quality steel. 

“Wheel Brand” straight trimmers 
are made with 6, 7, 8 and 9-in. blades 
in two finishes; full nickel-plate and 
with nickel-plated blades and japanned 
handles. ‘Wheel Brand” bent trim- 
mers are made in the same sizes and 
finishes, but list a trifle higher than 
the straight trimmers. 

“Wheel Brand” sharp point scissors 
are made in 4, 4%, 5, 5% and 6-in. 
sizes. These scissors are made with 
a full nickel-plate finish or with 
handles plated with 24-karat gold and 
nickel-plated blades. 


New “ Red Devil” Plier 


Smith & Hemenway, 98 Chambers 
Street, New York, have recently an- 
nounced to the trade a combination 
plier known as No. 1226. It is de- 

















A new “Red Devil’ combination plier 


scribed as an extra heavy 7-in. tool 
designed for use with either square 
or irregular shaped objects. It is 
polished and nickel-plated. 

Each plier is guaranteed for 2 yrs. 


Tenk Hardware Company © 


Issues Catalog 


The new catalog of the Tenk Hard- 
ware Company, Quincy, IIl., incorpo- 
rates in its pages many features sel- 
dom found in a publication of this 
kind. The cuts used are smaller than 
those used in the average hardware 
catalog, but not small enough so that 
the detail is lost. Good printing and 
a good quality of paper combined with 
these fine engravings bring out 
prominently the features of the goods 
illustrated. 

In the front and rear of this catalog, 
several pages of fine plate paper are 
devoted to photographs and brief de- 
scriptions of the executive officers, 
heads of departments and salesmen. 
On an insert are shown several photo- 
graphs of the interiors of several up- 
to-date hardware stores that sell 
“Clipper” tools and cutlery. 

The black and white is relieved by 
several inserted lithograph pages of 
various “Clipper” specialties. On the 
back of one of these pages is a brief 
sketch of H. Walter Heegstra, an ad- 
vertising counselor of wide experience, 
who is employed by the Tenk Hard- 
ware Company to render advertising 
service to any customers who are 
willing to avail themselves of his 
services. 

A double page spread near the cen- 
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The "Wheel Brand” sharp point scissor is illus!rated at the top. 


The straight trim- 


mer is reproduced in the lower half of the curgraviny 


ter of this catalog entitled “A Movie 
of Moving the Goods,” shows by 
means of a number of illustrations the 
method in which the Tenk Hardware 
Catalog can be used for selling goods 
that are not carried in stock. The 
idea is treated very cleverly. 

The automobile accessory section of 
this catalog covers a very compre- 
hensive line of automobile and garage 
supplies. This section is also bound 
as a separate catalog for distribution 
to those who are interested only in 
accessories. 


MelIntosh Lawn Cultivator 
The McIntosh Lawn Cultivator Com- 


pany, 59 West Lake Street, Chicago, , 


Ill., has recently placed on the mar- 
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The McIntosh lawn cultivator 


ket the McIntosh lawn cultivator, a 
machine for aerating, seeding, fertil- 
izing and cultivating grass. It is 
equipped with sixteen special steel 
knives, arranged 3% in. apart, that 
make incisions in the soil without rais- 
ing or disturbing the sod. 

The machine is pushed in the same 
manner as a lawn mower. The depth 
of the incision is regulated by the ad- 
justment of the cutting knives and 
by the position in which the handle 
is held by the operator. 

After the incisions have been made 
in the turf, the seed is sowed broad- 
cast on the ground and the green 
flooded with a hose. This washes the 
seed into the cuts where it can ger- 
minate properly. The fertilizer can 
be applied to the roots of the grass 


in the same manner as that in which 
the seed is sown. This device is‘ said 
to be valuable in killing weeds and 
noxious grasses. 

The net weight of the McIntosh 
lawn cutivator is 35 lb. The retail 
price is $25. ° 


New Selling Arrangements 
for «« Pennsylvania” 
Lawn Mowers 


John Braun & Sons, Inc., Phila- 
delphia, Pa., manufacturer of the 
“Pennsylvania” lawn mower recently 
announced that the entire output will 
be marketed directly through the 
wholesale trade and not through their 
former selling agents, the Supplee- 
Biddle Hardware Company. This 
change went into effect July 1. 

J. S. Bonbright, who has been sales 
manager for a number of years, has 
been made second vice-president and 
will continue in charge of sales. 


«¢Pexto” Poultry Wire 


Cutter 
The Peck, Stow & Wilcox Com- 
pany, Southington, Conn., recently 


brought out a new shear with saw- 
tooth blades for cutting wire screen 
and poultry netting. 

The company states that this shear 
is so designed that the cut screen or 
netting will pass freely below the 

















The “Pexto” shear for poultry and screen 
wire 


hand. With this new “Pexto” tool, it 
is said, there is no danger of injuring 
the hand from the sharp points left by 
the shear. 

The “Pexto” shear is forged from 
fine Norway iron and has laid blades 
of high-grade steel. It will cut 16- 
gage wire and has a cutting length 
of 3 in. 











th 


an 
th: 


Re 
the 
bec 


July 6, 1916 HARDWARE AGE 83 







J . « . i we 

7 . =o go Sr teal oe bees” 
ee Fee % eee —_" ae = ao ° Sk pa _¢ 
a-4 . . -~ ao 8 
pice oS on « # : =. 


“Pie ay Your Part i in This : 


oP os eo a 
2 











r 2 






HERE is a niche for you right in the “infield,” 

where the big action takes place. The cars 

that pass your store everyday—cars belonging 
to customers of yours who need new carburetors, 
and who take it for granted that “you don’t carry 
them’’—they are Rayfield prospects! 
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These same people who need a carburetor go cityward 
and buy Rayfield Carburetors anyway, because they know 
that they are the World’s Best Carburetors. 


A little progressive sales campaign on your part will keep this trade 
at home. We will work right at your elbow, with you and for you. 
Remember, we want you to stock Rayfield Carburetors, not because 
they are everywhere known as The IVorld’s Best Carburetor, but 
because they sell. 





-‘Findeisen & Kropf Mee. Co., Chicago, I I. 


2143 Rockwell Street 


















































Double Your Income 
From your Plumbing, Heating, or Sheet Metal Departments 


ETAL WORKER, PLUMBER & STEAM FITTER will give you the most important 
and most up-to-date information concerning the problems of shop management, cost 
systems, keeping account of labor and materials used on individual contracts—reduc- 
ing the expense of the business so as to show you a better profit at the end of the year. 


It also will supply you with the latest, the most carefully written and the most 
valuable technical information on these subjects including the very important problem of 
overhead expense. 


Many of its descriptive articles are afterwards put into and sheet metal contractor is already taking profitable 
book form and sold to the trade by technical publishing advantage of this valuable information. We cannot 
houses, as the best and most reliable text-books. There- understand how even one single hardware merchant who 
fore, the information regularly placed in your hands conducts a plumbing, heating or sheet metal department, 
through this weekly paper, is later bought in the form can possibly be willing to miss having such information 
of books by thousands of firms at a much greater cost regularly at his command, when the cost of METAL 
than the yearly subscription price. WORKER, PLUMBER & STEAM FITTER is less than 
Nearly every live-wire plumber, steam fitter, furnaceman 4 cents a week. 


Write today for a free sample copy of 
Metal Worker, Plumber & Steam Fitter 


and our special subscription offer 


METAL WORKER, PLUMBER & STEAM FITTER 


Published every Friday for the men who are responsible for 
the profit end of the Plumbing, Heating and Sheet Metal Business. 


239 WEST 39th STREET NEW YORK 
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Globe Electric Ranges 


The Globe Stove & Range Co., Ko- 
komo, Ind., recently placed a line of 
electric ranges on the market. Form- 
erly this company manufactured wood, 
coal and gas stoves exclusively. 

One of the most important features 
of the Globe Electric stove is the ac- 
cessibility of the wiring system. On 
the small models the entire top of the 
stove is hinged just above the oven 
door. This top may be rotated and 
the entire top wiring system exposed. 
In this way inspections and minor re- 
pairs can very easily be made. 

Three distinct classes of ranges are 
made, each different in finish and in 
price. The stove of highest quality 
is finished in nickel and white enamel 
throughout. The medium-priced line 
has less nickel and enamel, but re- 
tains sufficient to have a very attrac- 
tive appearance. A liberal use of 
polished steel makes these models 
very sturdy and serviceable. The ac- 
companying illustration is of one of 
the larger of the medium-priced 
stoves. 

In the cheaper line sheet steel 
is used extensively in the construc- 
tion of the bodies. The company 
states, however, that the same high 
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One of the new Globe electric ranges 


grade heating units are built into 
these models as are used in those sell- 
ing at a higher price. 

The heating units have burners of 
the open type. For the top of the 
stove these are made in two sizes, 8 
in. and 6 in. in diameter respectively. 
The former has three degrees of heat 
—full, medium and low—while the 
latter has but one heat. Each of the 
oven units, one at the top and one at 
the bottom, have three degrees of 
heat. The ovens are built on the fire- 
less cooker plan and store and con- 
serve the heat. This feature is said 
to effect a substantial economy in the 
amount of current consumed. 
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«American Beauty” 
Display Case 
The American Electrical Heater 


Company, Detroit, Mich., recently 
originated a flasher display case that 





The “American Beauty” display case 


is loaned to dealers selling “American 
Beauty” electric irons. 

It is 24 in. high, 11 in. wide and 10 
in. deep. The sides and front are of 
heavy plate glass. On the upper part 
is a handsomely colored sign attached 
to the glass. The back of the case is 
of oak and has a full-length door 
opening into the interior. The oak 
top contains an electric socket and an 
automatic flasher. It is equipped with 
a 10-ft. cord and a lamp-socket at- 
tachment plug. The.base is also made 
of oak and contains a drawer in 
which catalogs and descriptive matter 
can be kept. 

The iron is placed in the bottom of 
the case on a piece of felt that is also 
furnished with the case. The cord 
connected to the flasher can be in- 
serted in any lamp socket. 


Benjamin Vapor-Proof 
Hand Lamp 


The Benjamin Electric Manufactur- 
ing Company, 120-128 South San- 
gamon Street, Chicago, IIl., has re- 
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ing works, and other places where 
gases or inflammable materials are 
found. The lamp consists of a strong 
wooden handle, a porcelain receptacle 
with a Benjamin lamp grip, a vapor- 
proof globe, a reflector and a metal 
guard with a hinged hook. It meas- 
ures 18x34 in. and uses a 6-in. 25 to 
60-watt tubular lamp. It can be fur- 
nished with any length of cable de- 
sired. 


Victor « Wonder ” Washer 


The Victor Mfg. Company, Leaven- 
worth, Kan., recently announced a new 
electric washer to the trade known as 
the “Wonder” washer. 

The “Wonder” electric washer has 
a heavy cold-rolled polished copper 
tub tinned on the inside. This is 
double-seamed and soldered. The legs 
are made of steel tubing, strength- 
ened with steel braces and are copper 
plated and polished. The tub-stand, 
when not in use, telescopes and folds 
back out of the way. 

The wringer is of the two-roll re- 
versible type. It has a malleable iron 
frame, ball-bearing enclosed gears and 
a reversible waterboard. 

A % hp. electric motor of a well- 
known make is used in this washer. 





























The Benjamin vapor-proof hand lamp 


cently put on the market the Benja- 
min vapor-proof hand portable lamp 
for use in garages, dyeing and clean- 
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The Victor “Wonder” electric washer 


It can be connected with any electric 
light socket. The cover of the washer 
is made of southern cypress. 

The operating mechanism has ma- 
chine moulded gears and ball-bearings 
that are said to be practically silent 
while in action. The washer holds 17 
gal. of water. 

It is claimed that this washing ma- 
chine is very economical in opera- 
tion. It weighs 115 lb. Crated for 
shipment the weight is 165 lb. It is 
guaranteed for five years. 


ARTICLES OF INCORPORATION have 
been filed by the Gorton Fence Com- 
pany, Racine, Wis., with a capital 
stock of $10,000 by George Gorton, C. 
C. Gittings and A. R. Janecky. 
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The Right Lamp Always 


@\ AQuick and Profitable 
% Supply and Renewal System 
fiffed to the ueeds of 
the Individual Dealer 








® 


“OR the price of a good tire you can put on your counter 
our Automobile Lamp Assortment containing enough 
selected sizes and types of lamps to supply the right 

lamps to practically every automobile owner in your locality. 


Our booklet lists the proper lamps for all electrically lighted 
cars so your clerk can’t make a mistake. Better still, our new 
lamp chest makes it easy for you to sell six lamps instead of 
one to every driver. From the Assortment stock you select 
the proper head, side, rear and meter lamps and pack them 
in the lamp chest. With it the car owner is insured against 
any lighting emergency. 


Write today for our money-making dealer proposition. 
Be the first in your locality. 


EDISON LAMP WORKS 


OF GENERAL ELECTRIC COMPANY 
HARRISON, N. J. 


EDISON MAZDA 


Auto Lamp Chest and Auto Lamp Assortment 











« Sturm Wrag ” Wind- 
shield Cleaner 


J. H. Mosher, 1192 East Main 
Street, Rochester, N. Y., manufac- 
tures the Mosher “Sturm Wrag.” It 
is described as a dry chemically 
treated cloth that when passed over 
the windshield glass will prevent the 
accumulation of water during a 
storm, heavy fog or mist. It is said 
that this cloth contains no substance 
that will mar or scratch the glass. It 
cannot soil the hands or clothing, and 
will not affect metal, paint or varnish. 

When the windshield glass is dry 
the dust and dirt are first removed 
from the storm side of the glass with 
a clean damp cloth. The same side 
is then rubbed thoroughly with the 
“Sturm Wrag.” The surplus chem- 
ical is wiped off with a clean dry cloth. 
When the glass is wet one pass only is 
made on the glass. 

The “Sturm Wrag” retails for 25c. 


Hansen Automatic Air 


Valves 


The Hansen Mfg. Company, 1223 
Illuminating Building, Cleveland, Ohio, 
manufacturers Hansen automatic air 
valves. Model C is designed for use 
in garages, tire service and gasoline 
filling stations. It is attached to the 
end of the air tube. By simply press- 
ing the valve on the tire stem the 
air automatically flows into the tire. 
When the valve is removed the air is 
automatically shut off. 

Model D is constructed in the same 
manner as model C except that it fur- 


nishes a straight connection to the 
hose. 

Model E operates on the same prin- 
ciple as models C and D. It is so 
designed that either side can be 
pressed on the tire stem. It is rugged 
in construction and is said to with- 
stand hard service. 

In these automatic air valves the 
valve washers do not come in contact 
with the tire stem. There are no 
springs to be replaced. Each valve 
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Hansen automatic air chucks. From top 
to bottom are Models C, E and D 


is equipped with a detachable stem 
that can be furnished to fit hose of 
any size and that can be replaced at a 
small cost. 


THE McKINNON DASH & HARDWARE 
CoMPANY, St. Catherines, Ont., has let 
a contract for the erection of a fac- 
tory to cost $10,000. 
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Stanley Garage Hardware 
Catalog 


The Stanley Works, New Britain, 
Conn., has recently published a hand- 
some catalog of Stanley’s wrought 
steel hardware for garage doors. 

This new book shows complete 
equipment for brick, cement and 
wooden garages with doors that swing 
outward, in addition to equipment to 
meet special conditions where out- 
ward-swinging doors are not possible. 
The new Stanley garage door holder 
No. 1774 is shown in this book. This 
holder has an arm of steel that holds 
back the door and prevents it from 
slamming. 

The various types of hinges, butts, 
bolts, handles, latches, etc., are shown 
in detail. Various garage door sets, 
packed in substantial cardboard boxes, 
in which these various items of hard- 
ware are used, are described at length 
and are illustrated attached to garage 
doors. 


JosEPH N. SMITH & Co., manufac- 
turers of automobile hardware, will 
shortly erect on Dubois Street and 
East Grand Boulevard, Detroit, Mich., 
a reinforced concrete factory build- 
ing, which will give them approxi- 
mately 65,000 sq. ft. of floor space. 
This firm is one of the oldest manufac- 
turing concerns in Detroit. Their prod- 
uct enters extensively into the man- 
ufacture of all kinds of automobiles. 
The officers of the company are E. L. 
Ackerman, president; James Shand, 
vice-president, and C. E. Blaesser, sec- 
.etary and treasurer. 
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Overland Merit Won This Order 
From The Postum Cereal Company 


HE Postum Cereal Company of Battle Creek, 
Michigan, has just received 14 Overland 
Delivery Cars. 


They are to be used in various parts of the 
country to enable branch houses to better serve 
trade and take care of increasing business. 


The contract was given to The Willys-Overland 
Company in the face of keen competition. 


Final selection was influenced by unsolicited 
recommendations from other large concerns 
which for several years have used a large number 
of Overland Delivery Cars. 


Overland Delivery Cars are The Overland dealer will be 
producers. They are rendering glad to prove to you how Over- 
efficient service for thousands of 
concerns in hundreds of different 
lines of business in all parts of the 
world. 


land Delivery Service will be 
profitable in your business. 
Phone him today. 


Write for Catalog—Address Dept. 733 


The Willys-Overland Company, Toledo, Ohio 


“* Made in U. S. A.” 
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« Haco” Tire Lock 


The Howard Automobile Company, 
Van Ness Avenue and California 
Street, San Francisco, Cal., has re- 
cently placed the “Haco” tire lock on 
the market. 

The lock consists of two parts, one 
of which replaces the wedge that is 





“Haco” tire lock 


The 


furnished with the regular tire car- 
rier equipment on Buicks, Maxwells, 
Chevrolets and other cars equipped 
with similar spare tire racks. 

To attach this lock, the 
wedge is removed and the 
wedge substituted. The nut 
replaced on the stud and the 
hollow casting set down over the 
wedge, nut, and that portion of the 
carrier to which the stud is attached. 
The padlock is passed through the 
holes in the ears of the wedge and the 
hollow casting. 

The lock retails at $2 complete with 
a good padlock. 


regular 
“Haco” 
is then 


Wood’s «Everloc” Patch 


W. C. Wood Company, 40 North 
Tenth Street, Minneapolis, Minn., 
manufactures Wood’s “Everloc” self- 
vulcanizing fabric patch that is said 
to afford a means of making a per- 
manent repair on tubes without vul- 
canization. 

The part to be repaired is first 
cleaned thoroughly with gasoline or 
emery paper. A coat of cement is 
then applied to the tube and allowed 
to dry well. <A piece of “Everloc,” 
which is made in sheets, is cut off 
large enough to make a repair, and 
the cloth removed from the rubber 
side of the patch. No cement is ap- 
plied to the patch itself. 

A sheet of “Everloc,” size 6 x 18 

















Wood's “Everloc” self-vulcanizing patch- 
ing outfit 


in., sells for $1.50. A patch 3% x 18 
in. sells for $1. One 2 x 15 in. retails 
for 50c. The patch is rolled in a con- 
tainer with a tube of cement, sand- 
paper, etc. 

This company also makes a casing 
patch of very heavy fabric that is ap- 
plied to the inside of the casing. 


Sager “« Twin” Shock 
Absorber 


The J. H. Sager Company, Roches- 
ter, N. Y., recently placed on the 
market a low-priced shock absorber 
known as the Sager “Twin.” 

The springs in this shock absorber 
are made of crucible steel. Steel shells 
are used. The length of each spring 
is 6 in., with a full 2%-in. action. The 
bolts are made of high-grade steel. 
Special oil cups of an exclusive design 
are used to lubricate the four bolt 
bearings. 

The same style of shackle boits are 
used on the automobile and the Sager 
“Twin,” which permits this shock ab- 
sorber to be fitted to all widths of 
springs. No extra bushings, washers 
or other parts are required. The 
shock absorber can be attached in a 




















The Sager “Twin” shock absorber 


few minutes without machine work. 
The price of a full rear set of Sager 
“Twin” shock absorbers is $10. 


R-W Garage Hardware 


The Richards-Wilcox Mfg. Com- 
pany, Aurora, IIl., recently placed on 
the market a new spring bolt for 
garage doors. It can be used at either 
the top or the bottom of the door. 

This bolt is sturdily made and can 
be used on sliding doors, right angle 
doors, sliding-folding doors or hinged 
doors swinging either in or out. The 
bolt is made of steel, 7 in. long. The 
housing is of gray iron 5% in. long. 
It is equipped with a 24-in. chain. 
The bolt is finished in black enamel. 
It is packed % doz. in a metal-edge 
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box complete with screws, two keep- 
ers, a chain and a clip for the chain. 
The weight per % doz. is 14 lb. 

This company also recently brought 
out the R-W bottom cane bolt. It is 
described as an extra heavy, all steel 
bolt. 

The bolt drops by gravity when the 
pin which holds the bolt clear of the 

















The R-W top or bottom garage door bolt 
is illustrated at the left. The R-W bottom 
cane bolt is shown at the right 


floor in an unlocked position is passed 
through the slot in the bracket. 

The No. 1 bolt is 18 in. long and 
54 in. in diameter. The No. 2 is 24 
in. long and % in. in diameter. Two 
are packed in a metal-edge box with 
screws, keeper plates, brackets and 
guides. No. 1 weighs 2% lb. and No. 
2 weighs 4 lb. 

The No. 2 is 24 in. long and % in. 
in diameter. Two are packed in a 
metal-edge box with screws, keeper 
plates, brackets and guides. No. 1 
weighs 2% lb. and No. 2 weighs 4 lb. 

Another product of the Richards- 
Wilcox Mfg. Company is a new steel 
flush drop handle, known as No. 170. 
It is designed for use with right- 
angle garage doors, but can be used 
on any sliding door. The handle when 
released drops flush with the surface 
of the door. 

The plate on this handle measures 
38% x 5% in. It is finished in black 
enamel. One dozen handles are 
packed in a metal-edged box, com- 
plete with screws. The weight is 6% 
lb. per doz. 


THE RECENT MERGER of several 
prominent automobile accessory and 
motor parts manufacturing concerns 
known as the United Motors Corpora- 
tion, New York City, was described in 
the June 15 issue of HARDWARE AGE as 
a $6,000,000 corporation. This was 
an error. The United Motors Cor- 
poration is capitalized at approxi- 
mately $60,000,000. 





The R-W flush drop handle for garage 
doors 
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Six Pints, 












Si $0.50 each $3.00 All for 
Handsome Mahogany-finished “‘ Silent Fou Halt. Gele., hr “ by 
Salesman’’ Display Stand FREE Two Gallons, 2.50 * 5.00 $12.00 


$20.00 (We Pay the Freight 


O-So-Ezy, the Universal Brightener 


Motorists who have been delighted at the wonderful results of O-So-Ezy 
Cedar Oil Polish when used on the finish of their cars, are daily finding out 


more about this wonderful product. 


They find that it is as reviving and restoring on leather upholstery, 
pianos, fine furniture and varnished floors as on automobile finish. 


They find that their wives are buying O-So-Ezy for household use. 


And wise merchants, knowing that 
Q-So-Ezy is ga‘ning new users at the 
rate of more than 50,000 each month, 
are standardizing their polish stocks by 
the O-So-Ezy Silent Salesman and the 
beautiful display it carries. 


This development is but logical. Of 
course, the standard automobile polish 
will superlatively clean and beautify 
any waxed, polished or varnished sur- 
face. 


The O-So-Ezy campaign of advertis- 
ing and sales is the big sensation of the 





accessory and hardware business this 
year. 


If you are not already in position to 
profit by it, send us your order without 
delay. We will ship direct or through 
your jobber. 


O-So-Ezy Products Company 
264-268 Jefferson Ave., Detroit, Mich. 


Pacific Coast Representative 


The Phil B. Bekart Co., San Francisco 


First Prize and Gold Medal—Highest Award—Panama- 
Pacific Exposition, San Francisco 
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Sioux Standard Valve 
Tools 


Albertson & Co., 110-114 Jennings 
Street, Sioux City, Iowa, manufac- 
tures the “Sioux” standard valve 

















The Sioux standard valve tools 


tools that are designed to ream auto- 
mobile valves and valve cages. The 
re-seaters are built on the reamer 
principle. The valve reaming tool is 
designed especially to ream the poppet 
valves rapidly and accurately. It is 
made to fit all valves of the three 
standard angles, 30, 45 and 60 de- 
grees. 

A set of “Sioux” 
tools packed complete in a _ neat 
wooden box retails for $22.50. The 
“Sioux” standard valve reamer only 
sells for $7. 


standard valve 


Accessory Catalog 


The Premier Auto Novelty Mfg. 
Company, Inc., 375-377 West Broad- 
way, New York, has issued a new 
catalog illustrating and describing 
automobile fabric supplies suitable for 
both domestic and export trade. In 
the list are tire covers and cases, radi- 
ator, hood and seat covers, wind- 
shields, luggage bags, door pockets, 
lap robes, straps and belts, canvas 
water pails, lamp and wheel covers, 
aprons, sleeve protectors, spark plugs, 
handle holders, storm and dust covers, 
tool rolls, hatchet sheaths, tackle 
books, canvas tool kits, comfort cush- 
ions, money belts, ponchos, cuff pro- 
tectors, mud guards and goggles. It 
has also a large assortment of puttees 
and leggings in pantasote, mohair, 
duck and various kinds of leather, in- 
cluding sheep-skin, pig-skin and grain 
leather. 


Storage Battery 
Charger 


The Ohio Electric Works, Cleve- 
land, Ohio, placed on the market re- 
cently an alternating current storage 
battery charger to retail for $15. It 
is said that this outfit can be connect- 
ed to any 6-volt storage battery with- 
out removing it from the automobile. 


The company states that a battery 
can be charged at a current cost of 
from 3 to 10 cents, depending upon 
the capacity and state of the charge 
in the battery. 

To operate this battery-charging 
device, the plug is screwed in to the 
lamp socket and the current turned 
on. The positive and negative wires 
from the charger are then attached to 
their corresponding binding posts on 
the battery. Disconnection is made 
automatically if the alternating cur- 
rent supply stops. 

It is said by the manufacturer that 
this 6-volt storage battery charger, 
will charge any 6-volt storage bat- 
tery from any 100 to 125-volt, 60- 
cycle alternating current lamp socket. 

The outfit complete with ammeter, 
cord and plug ready to attach to the 
lamp socket retails for $15. 


Catalog of Accessories 


The Crescent Mfg. Company, 129 
Reade Street, New York, recently 
issued an illustrated catalog of auto- 
mobile accessories and mechanics’ 
tools. Among the items shown are 
car bumpers, robe rails, tire holders, 
garage pumps, grease guns, mirrors, 
watch cases, chime horns, foot pedals, 
lamp brackets, pedal grips, fire ex- 
tinguishers, valve grinding com- 
pounds, electric trouble finders, valve 
lifters, tire removers, wrenches, wheel 
pullers, accelerators, foot rests, light- 
ing outfits, switch plugs and levers, 
brass connections, trunk racks, horns, 
shock absorbers and hand-operated 
warning signals. 

















An alternating-current storage battery 
charger made by the Ohio Electric Works, 
Cleveland, Ohio 
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Standard Automobile Horn 


The Standard Metal Mfg. Company, 
Chestnut Street, Newark, N. J., manu- 
factures the Standard hand horn. The 
automobile type horn is 8 in. long, 10 
in. from the top of the handle to the 
end of the bracket, and weighs 2% lb. 

















The Standard automobile hand horn 


complete. It has a 5%-in. bell. It is 
made of good material with a baked- 
on, black enameled finish. The plunger 
operates on the spiral principle. It is 
equipped with an adjustable bracket, 
so that the horn may be attached in 
practically any position found most 
convenient. The retail price of the 
Standard horn is $4. 

This company also manufactures a 
hand horn of the motorcycle type. It 
measures 4% in. in length, 8% in. 
from the top of the handle to the bot- 
tom of the bracket, and has a 4%-in. 
bell. A bracket is furnished to clamp 
%-in. or 1-in. rods. It is made on the 
same principle as the automobile horn 
and of the same material. The weight 
is 2 lb. The retail price is $4. 


Catalog of Marine 
Hardware 


W. & J. Tiebout, 118 Chambers 
Street, New York City, recently pub- 
lished a new catalog of brass, galvan- 
ized and marine hardware. Among 
the articles shown are cast brass re- 
frigerator hinges, fancy hinges, 
catches, brass strap and T-hinges, 
door pulls, tray handles, cupboard 
catches, flush bolts, chest corners, 
brass ship locks, bells and a compre- 
hensive line of boat hardware. The 
catalog contains 300 pages. 


THE SAFETY AUTOMOBILE LIGHT 
CoMPANY, Knoxville, Tenn., has been 
organized with $25,000 capital stock, 
and contemplates a plant to manufac- 
ture a special lamp for automobiles. 
J. G. Buchanan, A. M. Treadwell, and 
others, are the incorporators. 


THE BRIGHT STAR BATTERY Com- 
PANY, recently moved from 430 West 
Fourteenth Street, New York City, to 
much larger quarters at 310 Hudson 
Street. 
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HEN the management of this company decided to market their trucks 

Direct to the User, thereby eliminating the dealer or middleman and his 

profit, they were actuated by a desire to conduct their business on a clean, 
straightforward, businesslike policy. They determined to sell their trucks as 
other goods are sold and not expect the purchaser to pay a fictitious price to pro- 
tect a dealer for something he does not furnish. Niles prices are net, no dis- 
counts are allowed. When you purchase a Niles Truck, you are getting value 
received, and you are not helping to maintain an elaborate showroom and other 
exorbitant overhead charges. 





Our Booklet “Service and the Marketing of Motor Trucks” 


Explains our Sales Plan and contains other useful information of value to the truck purchaser. 


Write for copy at once. 
NI LES TR UC KS are built to operate economically, they are built to endure, not for one year 
to barely outlive its guarantee, but for many years under severe conditions. 


N ‘iter TRUCKS are equipped with powerful Continental 

















Motors—Timken David-Brown Worm—Timken Bear- 99 

ings throughout—Covert Transmission—Borg & Beck Model ‘‘B’”’ 3-4 to1 Ton, - $1175.00 
Clutch — Eisemann Magneto— Stromberg Carburetor — rT} nee es 
Flexible Heat-Treated Frame—Fedder’s Genuine Honey- Model E Two Tons, $1875.00 
comb Radiator—Gemmer Stearing Gear—Blood Universal PRICES ARE F.O.B. NILES, O. 
Joints with Tubular Drive Shaft. Standard Equipment INCLUDE SEATS BUT NO BODIES 


includes Oil Lamps, Complete Prest-O-Lite Outfit with ‘ 
Instant Friction Liters, Reduction Valve, Stewart Odom- 6 IN V D S’ | IGAT E 99 
eter, Thunderhorn, Fuel Level Indicator, Tool Kit, Tool 


Box, Jack, License Brackets, Etc. All parts interchange. 

















THE NILES CAR & MANUFACTURING CO., NILES, OHIO, U. S. A. 
SERVICE STATIONS IN ALL IMPORTANT CITIES 
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NOTES OF THE RETAIL HARDWARE TRADE 


WASHBURN, WIS.—Andrew Ehn has opened a hardware 
store, carrying a line of baseball goods, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
churns, cutlery, dog collars, dynamite, fishing tackle, gal- 
vanized and tin sheets, hammocks and tents, heating stoves, 
heavy farm implements, heavy hardware, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, sport- 
ing goods, wagons, buggies and washing machines. Catalogs 
requested on builders’ hardware, wagons, buggies, refrigera- 
tors, etc. 

WEYERHAUSER, WIS.—F. L. Vorce has formed a part- 
nership with J. C. Beers. The Vorce-Beers Hardware Com- 
pany will be the new firm name. Catalogs requested on 
automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, furnaces, furniture de- 
partment, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm _imple- 
ments, heavy hardware, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, wagons, 
buggies and washing machines. 

AMHERST, S. D.—William Pringle has formed a partner- 
ship with H. M. Greeno. They will both conduct a hardware 
business under the name of Greeno & Pringle, carrying a 
stock of hardware, etc. 

CAVOUR, S. D.—A. M. Giles has sold his store to R. J. 
Mahaffy, who will continue the business under the name of 
the People’s Hardware Store. 

GARY, S. D.—Stevens & Kenyon have bought the stock of 
automobile accessories, fishing tackle, furniture, cutlery, etc., 
of A. A. Herrick. 

MADISON, S. D.—E. L. Biederstaedt has recently pur- 
chased the hardware business of Biederstaedt & Koch. 

SIOUX FALLS, S. D.—The interest of P. Enger in the Roth 
Implement Company has been purchased by F. D. Roth. 
Catalogs requested on motor trucks. 

DALHART, TEX.—The Dalhart Hardware Company has 
opened a store dealing in baseball goods, belting and packing, 
bieycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dynamite, fishing tackle, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 

LA PORTE, TEX.—The La Porte Hardware Company has 
been incorporated with a capital of $2,500. The incorporators 
are J. S. Slusher, Henry B. Harrison and W. L. Willis. 

BENTONVILLE, ARK.—The Kerr-Callison Furniture & 
Hardware Company has succeeded Kerr & Orr. 


SANTA ROSA, CAL.—E. L. Kindig, formerly with the J. 
H. Potter Hardware Company has engaged in business at 18 
Main Street. He will carry a stock of furnaces, galvanized 
and tin sheets, plumbing department, poultry supplies, pumps 
and tin shop. Catalogs requested on hot air furnaces and 
poultry supplies. 

SOCIAL CIRCLE, GA.—The Almand Hardware Company, 
Ine., is the new owner of the har “ware and implement busi- 
ness of E. L. Almand. Catalogs requested on automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games, wagons and buggies, and washing 
machines. 

KENDRICK, IDAHO.—The Farmers Hardware Company 
has been incorporated with a capital stock of $5,000 to deal in 
bathroom fixtures, belting and packing, builders’ hardware, 
churns, cream separators, cutlery, dairy supplies, dynamite, 
fishing tackle, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, pumps, 
ranges and cook stoves, shelf hardware, silverware, sporting 
goods, wagons and buggies. and washing machines. Catalogs 
requested covering dairy supplies, gasoline engines, sporting 
goods and fishing tackle. 

YATES CITY, ILL.—The Yates City Hardware Company 
has sold out to W. A. Brown & Co. Catalogs requested on 
carriages and wagons. 

MARKLE, IND.—Sorgen Bros. are purchasers of the stock 
of Harvey, Roush & Co. 

MULBERRY, IND.—The Mulberry Hardware Company 
has been incorporated with a capital of $15,000. The incor- 
porators are William A. Moon, J. . Booher, Wallace C. 
Flanigan and John A. Warbritton. The firm requests cata- 
logs on automobile accessories, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, fishing tackle, gasoline engines, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, lubri- 
cating oils, mechanics’ tools, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 


sporting goods, tin shop, wagons and buggies, and washing 
machines. : 

RICHMOND, IND.—A. M. Leach has disposed of his hard- 
ware store at 432 Main Street to Walter S. Spencer. 

ADEL, IOWA.—The Adel Hardware Company has _ been 
established here with the following officers: W. W. Rudrow, 
president; Frederick Macy, vice-president, and L. R. Roberts, 
secretary and treasurer. 


BEAVER, IOWA.—Edward Heerts has sold his hardware 
business to Charles E. Stevens, who will continue it under 
the name of the Beaver Hardware. 

CLARINDA, IOWA.—The stock of George M. Lathrop has 
been sold. The Driftmier Hardware Company is the pur- 
chaser. 

CRESCO, IOWA.—The stock of automobile accessories, 
furnaces, cutlery, builders’ hardware, etc., of Lomas & Farns- 
worth has been bought by the Lomas Hardware Company, 
which requests catalogs on automobile accessories, buggy 
whips, builders’ hardware, churns, cutlery, dynamite, fur- 
naces, galvanized and tin sheets, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, ranges and cook 
stoves, refrigerators, shelf hardware and washing machines. 

DENISON, IOWA.—The Robert F. Beutel Hardware Com- 
pany requests catalogs on automobile accessories, baseball 
goods, bathroom fixtures, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dog collars, dynamite, fishing tackle, fur- 
niture department, tin sheets, hammocks and tents, heating 
stoves, heavy hardware, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, sporting goods and washing machines. 

FAIRBANK, IOWA.—The Lehmkuhl & Fratzke hardware 
business has been sold. L. T. Miller & Son are the pur- 
chasers. Their stock will comprise fishing tackle, bathroom 
fixtures, mechanics’ tools, builders’ hardware, etc. 


GOLDFIELD, IOWA.—The Blewett Hardware Company is 
now in charge of the Braden hardware store. 

LEHIGH, I0WA.—The Timmons Hardware has bought 
the hardware business of D. arsh. The interior of the 
pon gl has been painted and decorated, and a new stock 
put in. 

BOWLING GREEN, KY.—A hardware business has been 
established here by the McElroy Page Company. The firm 
will deal in baseball goods, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
cutlery, dairy supplies, fishing tackle, gasoline engines, har- 
ness, heavy farm implements, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roofing, shelf hardware, 
silverware and wagons and buggies. 

LOWELL, MASS.—The J. L. Chalifoux Company has 
opened a store, carrying a complete line of baseball goods, 
bathroom fixtures, children’s vehicles, electrical household 
specialties, hammocks and tents, linoleum, refrigerators, etc. 
Catalogs requested covering all kinds of housefurnishings. 

MARQUETTE, MICH.—W. J. King, formerly with the 
Kelly Hardware Company, has engaged in business on Wash- 
ington Street. His stock consists of a line of builders’ hard- 
ware, cutlery, fishing tackle, builders’ hardware, building 
paper, shelf hardware, etc. 

CLEARWATER, MINN.—P. H. Quinn and W. E. Ray- 
mond have engaged in the implement business under the 
name of P. H. Quinn & Co. 

NEVIS, MINN.—The implement business formerly con- 
yo by Erickson Bros. is now owned by O. H. Gregerson 

on. 

ROSEAU, MINN.—The Roseau Mercantile Company re- 
quests catalogs on hardware and implements. 

SPRING VALLEY, MINN.—The hardware and implement 
business of E. F. Ostrander has been sold to H. S. Warrin. 
Mr. Ostrander will still continue the heating and plumbing 
branch. 

WESTON, MO.—W. J. Rumpel has enlarged his space by 
the addition of a brick building 20x60 ft., which will house 
a stock of housefurnishings. Catalogs requested. 

DOOLEY, MONT.— The Dooley Implement Company re- 
quests catalogs on automobile accessories, belting and pack- 
ing, buggy whips, cream separators, gasoline engines, ham- 
mocks and tents, harness, heavy farm implements, lubricat- 
ing oils, plumbing department, pumps, wagons and buggies, 
and washing machines. 

WHITETAIL, MONT.—A hardware store has been opened 
here by the Whitetail Hdw. & Imp. Company. Belting 
and packing, buggy whips, builders’ hardware, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies, furniture department, gasoline engines, harness, 
heating stoves, hea farm implements, heavy hardware, 
iron beds, kitchen housefurnishings, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, wagons and buggies, and washing 
machines will be included in the company’s stock. 

ELM CREEK, NEB.—H. M. Smith has purchased an in- 
terest in the implement business of R. Jorgenson, and the 
firm name has been changed to Smith & Jorgenson. Catalogs 
requested covering automobile accessories, buggy whips, 
cream separators, gasoline engines, heavy farm implements, 
lubricating oils, wagons and buggies, and washing machines. 

AUBURN, N. Y.—The Rich Hardware Company, Inc., has 
been incorporated as successor to the Hiram J. Rich Estate, 
to conduct a general hardware business at 116 Genesee Street. 
The capital stock is $10,000 and the incorporators are Clara 
M. Rich, Clarence E. Rich and Hiram EH. Eddy. 

BROOKLYN, N. Y.—The firm name of the Purcell Knob- 
lauch Hardware Company, Inc., has been changed to the 
Knoblauch Hardware Company, Inc. J. E. Purcell is no 
longer connected with the company. 








